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Early in the year comments usually 
TELEPHONY com- == make interesting 
mented on the fact ADVERTISING TELEPHONE NUMBERS reading. This time, 


that many advertis- 
ers do not include 

their telephone numbers in their advertis- 
ing announcements. What inspired the 
discussion was the receipt of a letter from 
the Telephone Development Association of 
Great Britain, expressing surprise that in 
a nation so “telephone conscious” as Amer- 
ica, alert business men should fail to regis- 
ter their telephone numbers as often as 
possible and thus make it easier for cus- 
tomers and correspondents to reach them 
promptly. 

In order to emphasize his point more, 
Mr. Powell-Jones, director of the English 
association, called attention to the fact that 
even TELEPHONY advertisers, who caicr to 
the telephone field, omitted their telephone 
Nat- 


our English friends who 


numbers from their announcements. 
urally enough, 
are bending every effort to popularize the 
use of the telephone—and succeeding very 
well—wondered why America, the leader 
in telephone development, failed to adver- 
tise their station numbers at all times. 
* * *k * 
Various reasons were given at that time 


for the omission, but since then ev:dence 
comes to hand that some telephone com- 
panies are now urging their business sub- 
scribers to keep the public informed as 
to their telephone numbers. For instance, 
observe the following item from the Dun- 


dee (Ill.) Herald: 


“An Elgin banker, C. Fred O’Hara, 
cashier of the Elgin National, was a bit 
Surprised the other day to receive a letter 





PRAISE FROM EDITOR SHAW 


from the telephone company calling his 
attention to the fact that in an advertise- 
ment appearing recently he failed to in- 
clude the telephone number of the 
tution. 

While admitting the efficiency of some- 
body in the telephone office, he said that 
he had omitted the telephone number pur- 
posely. In his opinion, he said, anyone in- 
terested enough to do business with a bank 
would call in person rather than attempt 
to do business over the telephone.” 


insti- 


* * * * 


This news item indicates that some tele- 


phone exchanges are encouraging their 


business subscribers to advertise their 


numbers. There is good reason for this, 


as it is apparent that in the increase of 


station-to-station calls, and of toll mes- 
sages generally, a condition is created 


which would make it desirable for the 
subscriber to know the number of the firm 
he desires to reach. 

If a subscriber, in placing a toll call, 
can give the operator the number of the 
called party, time is saved her in obtain- 
ing that information, and the call is com- 
pleted with greater speed. It was with 
this idea that the Bell system a year ago 
advised large toll users to publish their 
numbers on their letterheads and advertis- 
ing matter. 

Telephone Service Cheap. 

Nine times out of ten when you see the 
quotations from a man named Shaw, the 
person quoted is George Bernard Shaw, 
whose brilliant 


the famous playwright, 


however, attention is 
called to the views 
of another Shaw—Albert Shaw, editor of 
the Review of Reviews, and telephone men 
will be glad to read them, for he advo- 
cates the same idea they have been urging 
for years, namely, that telephone service 
is the cheapest and most valuable com- 
modity the public buys today. 

What Editor Albert Shaw 


telephone service and its low cost should 


says about 
be given the widest publicity. Telephone 
men should see that it is reprinted in their 
local newspapers. 
* * * * 

In the June issue of the Review of Re- 
views appeared an article on television, 
which led Mr. 


ally on the telephone and what it has done 


Shaw to comment editori- 
for the people in a general way. In part 
he said: 


“We have become so accustomed to the 
use of the telephone that we could hardly 
imagine ourselves as being wholly deprived 
of what is, for millions of people, the most 


transforming of all the newer conveniences 


of life. 

“Nothing else so multiplies the capacity 
of an individual for social activity and 
business strict time 


achievement, within 


limits, as the telephone. No other service 
of any kind in the world gives so much 
human satisfaction, and so much sheer 
momentary value for the amount paid by 
the user, as the telephone. 

“The whole world is rapidly learning to 
use this 


instrumentality, but no other 
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country is so well served by local and long 


distance exchanges as the United States. 
To make the telephone a government en- 
terprise would be a calamity. The gov- 
ernment could not possibly render any- 
thing like the service we now have for the 
prices we now pay.” ‘ 

* * *k * 

After an adverse criticism of the at- 
tempts to make political capital out of the 
fight over telephone rates in New York, 
Editor Shaw says: 

“The important thing for the public is 
to encourage the dynamic quality of the 
telephone system, in order that there may 
be no check upon its further expansion. 
There is no single public convenience in 
America that affords so much help in 
emergencies, and saves so much time and 
trouble in the ordinary course of life, as 
the ‘nickel-in-the-slot’ telephone booths 
that one finds by the million throughout 
America. 

“To maintain this service at the present 
rate of charges is to give the public some- 
thing that rich and poor enjoy in common. 
Nothing else is purchasable for five cents 


that can for a moment be compared, in 
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COMING CONVENTIONS 


New Hampshire Telephone Associa- 
tion, Hotel Ashworth, Hampton Beach, 
September 11 and 12. 

Telephone Association of Maine, Ho- 
tel Eastland, Portland, September 16-17. 

United States Independent Telephone 
Association, Hotel Stevens, Chicago, 
Ill., October 14, 15, 16 and 17. 

Independent Pioneer Telephone As- 
sociation of United States, Stevens 


Hotel, Chicago, Thursday, October 16, 

Illinois Telephone Association, Pere 
Marquette Hotel, Peoria, November 12 
and 13. 

Missouri Telephone Association, 
Hotel President, Kansas City, Novem. 
ber 18 and 19. 

Iowa Independent Telephone Associa- 
tfion, Hotel Fort Des Moines, Des 
Moines, April 7, 8 and 9, 1931. 








value of the intrinsic sort, with this five- 
cent telephone service.” 


Time to Buy. 


The grumblers about business conditions 
need to be reminded that this country is a 
pretty good country to live in after all. 
Some statistical expert who has been an- 
alyzing income tax returns says that Amer- 
ica has more millionaires today than 
George Washington had men in his entire 
Continental army at the time of the battle 
That may be considered 


150-odd 


and adequate proof that everybody is lucky 


of Monmouth. 


material improvement in years, 
to be living in the United States, regard- 


less of the current dull times. 


In this era of reduced commodity prices 
wise men are making money. by stocking 
up and buying things that were much 
dearer a year ago. This applies to good 
securities as well as merchandise and sup- 
plies. Business concerns are doing the 
same to an increasing extent, and this will 
hasten the return of prosperity to normal. 
More buying will stimulate industry and 
increase employment. 

Right now is a good time for telephone 
companies to place their orders for equip- 
ment and supplies and get ready for the 
upturn in business conditions which cannot 
be far ahead. The country is getting its 


breath preparatory for another advance. 


Collecting That Final Telephone Bill 


Details of Collection Policy on Final Bills Which Has Been Quite Successful 
With Company Handling $50,000 Annually in Final Bills in Winter Resort 
Territory—Second Award, Commercial Division, ‘“Telephony’s’’ Prize Contest 


By J. Hartwell Jones, 


Supervisor of Revenue, Peninsular Telephone Co., Tampa, Fla. 


Although the amount due on final bills 
may be only a small part of a company’s 
gross income, almost every company is 
intensely interested in methods that will 
reduce to a minimum any possible loss 
through this source. 

For some time our company has been 
pursuing a collection policy on final bills 
that we feel has been quite successful. The 
essence of it is: speedy rendition of bills 
with a prompt, firm yet courteous follow- 
up treatment. The method outlined in the 
following has cut down considerably the 
time elapsing between receipt of an order 
to discontinue service and the final dis- 
position of the account. 

The first step taken was to impress all 
employes handling discontinue erders with 
the fact that these orders should have 
precedence over all others—that is, right 
up to the removal ot the instrument. It 
is customary to leave the instrument on 
the subscriber’s premises for a few days 
to avoid unnecessary labor in the event 
that the subscriber reconsiders and desires 


to again have service, or if someone mov- 
ing to this location should desire telephone 
service. 

Naturally, whenever a subscriber comes 
into the commercial office personally to 
order his telephone discontinued, the com- 
mercial agent investigates to see if his bill 
has been paid. In the event that it has 
not, he makes an effort to collect it at the 
time, including any part-month charges 
that might occur due to cancellation of 
service during the month. This is not pos- 
sible when orders to discontinue service 
are given by letter or by telephone. But 
regardless of how the order may be given, 
if the bill is not paid, the commercial 
agent always makes an effort to get a for- 
warding address to which the final bill 
may be mailed. 

The “discontinue and cancel” order is 
then prepared in five copies from the serv- 
ice order memo. 
the installation 
the work. 


The first copy goes to 
foreman dispatches 
As previously mentioned, the 


who 


instrument is not actually removed for sev- 





eral days. The second copy goes to the 
wire chief, and the third copy goes direct 
to the revenue accounting department. 
The fourth copy, for the traffic depart- 
ment, and the fifth copy, for the commer- 
cial department, are retained in the com- 
mercial office. As the treatment given these 
last two copies has no bearing on the 
preparation of final bills, they will not be 
discussed further. 
When the chief 
of the discontinue orders, they are sorted 
out into groups, corresponding to the dis- 
tricts into which the city is divided. Each 
These 


receives his copies 


district has its own trouble-shooters 
men, reporting in to the wire chief pe 
riodically, are notified to pull the fuses oF 
cut the drops on the telephones in theit 
district that may have been ordered dis- 
continued. By following this procedure 
the company is protected against any ™r 
authorized use of the telephone after ™ 
has been ordered discontinued. 
The copy of the discontinue order wi 
is sent directly to the revenue accounting 


which 
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Telephone managers are always inter- 
ested in the matter of collections. Par- 
ticularly are they interested in collec- 
tions from subscribers who have ordered 
out their telephones and left town. 

In his article dealing with the final 
pill collection, Mr. Jones tells of the 
practice of his company in handling 
these accounts. Mr. Jones has been in 
telephone work for eight years and the 
entire period has been spent in the ac- 
counting division. He has been with 
the Peninsular Telephone Co. at Tampa, 
Fla., all this time, with the exception of 
one year spent in the accounting de- 
partment of the New York Telephone 
Co., New York City. 

In his work with the Peninsular com- 
pany, Mr. Jones has modified the card 
file system of subscribers’ accounts, 
wrote the revenue accounting routine on 
it and installed the system. He has de- 
vised numerous production and distribu- 
tion charts and diagrams. 

As the Peninsular company serves ap- 
proximately 50,000 stations on the Flor- 
ida west coast, which has a large winter 
resort population, Mr. Jones has had 
an abundant experience in collection 
work and the methods that produce 
satisfactory results. 








department is an immediate advice to it 
to prepare a final bill on the subscriber’s 
account. The contract record clerk makes 
the necessary entries to close out the ac- 
count, and the order is sent to the ad- 
dressograph department where the address- 
ograph form is removed from the regular 
file and a four-stub final bill printed. After 
this the form is destroyed. 


These final bills are then returned to the 
revenue accounting department where they 
are completed by a final accounts book- 
keeper. It is the duty of this bookkeeper 
to prepare all final bills and to maintain 
subsequent records on these discontinued 
accounts. 

Our final bills are prepared in a manner 
that is practically universal among tele- 
fhone companies. One line provides a 
space for the amount of exchange service 
due, with the inclusive dates; another line 
shows the amount of toll, if any, previous- 
ly billed and still due; a line is provided 
on which the toll may be entered for calls 
made since the close of the last previous 
billing period, and for which a statement 
is attached, on other lines may be entered 
miscellaneous charges. 

No final bills are necessary on some ac- 
tounts, they being clear at discontinuance. 
To these subscribers is sent a letter, over 
the signature of the general 
thanking them for their patronage and 
*xpressing regret that they would no 
longer be subscribers to our service. Wa4£th 
this letter is enclosed a “courtesy card,” 


manager, 
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introducing them to the manager of the 
telephone company in any city in which 
they may locate. This thoughtfulness 
produces a very favorable “last impres- 
sion” in the minds of our former sub- 
scribers. 


This letter sent subscribers reads: 


In accordance with your request, 
orders have been issued to discontinue 
service furnished over ‘Telephone 
NO... 

We regret to learn the loss of your 
patronage, and wish to assure you that 
we shall be glad to serve you, either 
here or in any other coinmunity in 
which we operate, when you again re- 
quire telephone service. If you contem- 
plate moving to another city, we believe 
you will find the enclosed card of intro- 
duction of assistance in your new lo- 
cation. 

Our purpose has been to render you 
an efficient and satisfactory telephone 
service, and we trust we have been suc- 
cessful in our effort. 

Let us thank you again for your past 
patronage and for your continued good 
will. 

With best wishes, 

Yours very truly, 
Of the remaining final bills, the first 


three stubs are sent to the commercial 
office for mailing and treatment, and the 

















“The Essence of Our Collection Policy on 

Final Bills,” Says Mr. Jones, “‘Is Speedy 

Rendition of Bills with a Prompt, Firm Yet 
Courteous Follow-up Treatment.” 


fourth stub is sent to the Credit and Col- 
lection Exchange. It might be well at this 
time to explain the “Credit and Collection 
Exchange.” 

Because professional collection agencies 
were so exorbitant in their fees, and gen- 
erally unsatisfactory in their services, some 
time ago a collection agency was organized 
—composed of an officer of the company 
and his secretary—for the sole purpose of 
further handling those accounts which the 
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commercial department was unable to col- 
lect. A stub from all final bills is sent 
to this agency to enable it to keep a check 
on the collection activities of the commer- 
cial department and to insure prompt writ- 
ing off as loss all uncollectable items. Its 
work will later be 
detail. 

The commercial office, immediately upon 
receipt of the other three stubs, detaches 


taken up in greater 
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WHOM WE REGRET TO LOSE AS A CUSTOMER 
ANY COURTESY EXTENDED Witt of 
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Courtesy Card Sent Subscribers Whose Ac- 
counts Are Clear Upon Discontinuance. 


and retains in its files the office stub. The 
bill stub and the check payment stubs are 
then mailed to the subscriber with “Final 
Letter A,” which expresses regret at the 
less of his patronage and offers to aid him 
in establishing his credit in any community 
in which he may locate. 

Final letter A reads: 


We are sorry to note that circum- 
stances have made it necessary for you 
to discontinue your telephone service. 

We regret the loss of your patronage, 
and wish to assure you that we shall be 
glad to serve you, either here or in any 
other community in which we operate, 
when you again require telephone serv- 
ice. If you contemplate moving to an- 
other city, we shall be glad to aid you 
in establishing your identity and credit 
with the telephone company there. 

Final bill in the amount of $....... 
enclosed, which covers the balance due 
for service furnished at your former 
address. 

Yours very truly, 


If no payment is made within ten days, 
a “Final Letter B” is sent out. In this 
we mention the previous letter and state 
that if there is anything about the final bill 
that is in question, our commercial office 
will be glad to explain. It reads: 


Recently we brought to your atten 
tion an unpaid balance in your name 
for telephone service previously ren- 
dered which amounted to $........ 

According to our records, the matter 
has not yet had attention. 

If there is anything you do not under 
stand about this bill, we shall be glad 
to have you call or write our local com- 
mercial office for an explanation. 

We believe you do not wish to leave 
any unpaid bills, and that you will favor 
us with a prompt reply. 

Yours very truly, 


Another ten days’ grace is allowed. If 
still nothing is heard from the subscriber, 
a “Final Letter C” is sent in which we say 
that unless either a remittance or a reply 
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RECORD OF UNCOLLECTIBLE ACCOUNT 











ExcHaAnce Dare. 

Ves. 0... Asser 0... 
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| RECOMMEND THAT THIS ACCOUNT BE CHARGED OFF 
THE RECORDS OF THIS EXCHANGE 
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Date Disconnecteo.__ 
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A oom “OD” comes ———————— 
Was Letrer RETURNED — 
PRESENT AODODRESS____ 


CONTRACT SIGNED By — 
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Record Which Is Filled in on Envelope 
That Contains Ail Collection Data Assem- 
bled to Send to Collection Agency. 


is received at once, it will be necessary to 
turn the account over to the Credit and 
Collection Exchange for collection. 

The text of this letter reads: 


Our records show that, to date, you 
have failed to answer our previous cor- 
respondence concerning your unpaid 
telephone account. 

Service was provided in good faith by 
this company, and we believe this is a 
just and proper charge and should be 
paid. 

Your unpaid account will be referred 
to The Credit & Collection Exchange 
of Tampa unless a remittance or reply is 
received immediately. 

Kindly let us hear from you. 

Yours very truly, 


In this connection, there’s one thing I can 
say for collection agencies. They have built 
up for themselves a healthy respect in the 
public mind. People do not like to have 
their debts turned over to an agency for 


collection. Even the intimation of a col- 


lection agency causes many a man who is 
slow pay to “dig down” and “shell out.” 
By means of the foregoing collection 
routine, the commercial office is able to 
collect about 37 per cent of the final bills 
sent out. 


This is a fair percentage as 
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many of these bills are on telephones that 
were suspended for nonpayment. Neither 
does this figure include all of those ac- 
counts which were clear at cancellation 
and on which no final bills are ever 
rendered. 

After the commercial office has sent out 
its series of three letters, a month will 
have elapsed since discontinuance of serv- 
ice. If the account remains unpaid at this 
time, a “Record of Uncollectible Account” 
envelope is prepared. This is an envelope 
4 ins. by 9 ins. with a tip-on sheet cover- 
ing the upper half. This tip-on carries 
information duplicating that shown on the 
envelope beneath, and by inserting a car- 
bon, on both tip-on and envelope, the name, 
telephone number and details of the 
amount due may be simultaneously entered. 

On the lower half of the envelope space 
is provided in which to enter the date and 
reason for discontinuance, subscriber’s 
business and present address, by whom the 
contract was signed, any information that 
may have been obtained from the city di- 
rectory, or from the neighbors, and if 
bankrupt, whether or not a claim had been 
filed. The office stub of the final bill to- 
gether with any correspondence and all toll 
tickets on unpaid long distance messages 
are then placed in the envelope. This 
assembles all collection data in a manner 
facilitating easy handling. 

Before sending this envelope to the 
Credit and Collection Exchange a card is 
prepared to be retained in the commercial 
office as a credit reference. This card is 
designed for a regular 3-inch by 5-inch 
file and shows the name, signature on the 
contract, and amount due by former sub- 
scriber. These cards are filed alphabetical- 
ly, and every new service order taken is 
checked with it to see if the applicant for 
service Owes a previous account. 

After these cards have been prepared, 
the envelopes are forwarded to the Credit 
and Collection Exchange, which “rents” 
space in our building. Previous to this, 
the Credit and Collection Exchange had 
been notified of any accounts that were 
paid, and had removed the memorandum 
stubs on these from its files. Upon receipt 
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of the “uncollectible envelopes,” the mem- 
orandum stubs on the accounts involved 
are also removed, having served their 
purpose. 

Besides furnishing a convenient method 
of assembling statistical data on final bill 
collections, these stubs furnish a control 
on collection activities. Any stubs in file, 
more than a month old, which have not 
been paid or recommended written off, are 
promptly investigated to see if the com- 
mercial office is using proper follow-up 
methods or if any special arrangements 
have been made regarding payment. 

The Credit and Collection Exchange, 
working from the information on the face 
ef the uncollectible envelope, immediately 
sends out, on its own letterhead, a first 
collection letter to the last address ayail- 
able. The letterhead shows that the Credit 
and Collection Exchange is affiliated with 
ail of the merchants’ associations in the 
surrounding territory. The 
states that the account has been turned 
over to the Credit and Collection Exchange 
by the telephone company for collection, 
and makes a courteous request for prompt 
payment. 

If no reply is received to this letter 
within ten days, a second letter is sent out. 
This letter refers to the many letters pre- 
viously carefully intimates 
immediate settlement is 
effected it will be necessary to report the 
subscriber’s name to his local credit asso- 
It reads: 


written, and 
that unless an 


ciation as a delinquent debtor. 


Once more your attention is called to 
your account due the Peninsular Tele- 
phone Co., as noted below, for our 
records show it is still unpaid. 

Doubtless you realize that your seem- 
ingly careless indifference to the many 
letters written you could warrant the 
belief you-are trying to evade payment 
of a just debt for services rendered you 
in good faith. 


We do not like to believe this is the 
case; nor do we desire to report your 
name as a delinquent debtor to your 
local credit association. However, in 
fairness to the people we represent, we 
must insist that you give this matter 
your immediate attention. 

Under our state law, a creditor 1s 
privileged, through public advertise- 





ADDRESS 





DISPOSITION OF ACCOUNT . 


ee I sins ShevacWevisnsiven 


letter itself - 








Credit Reference Card Made Out Cover'ng Account Sent to Collection Agency- 
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ment, to offer for sale, to the highest 
bidder, any unpaid accounts due said 
creditor, when proper demand has been 
made. 

If you do not wish to invoke such 
legal procedure, we advise that you 
make immediate settlement of this ac- 
count, or communicate with us within 
five days. 


Yours very truly, 
Credit & Collection Exchange. 


The last of the series of letters sent out 
under the name of the Credit and Col- 
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no net profit could be shown from its con- 
tinued operation, it would be worth while 
because of its aid in educating the public 
that telephone bills must be paid. 

If the Credit and Collection Exchange 
is unsuccessful in its attempts to collect 
an account, it retains the envelope contain- 
ing all of the data pertaining to the various 
collection efforts, and the tip-on is removed 
to be forwarded to the revenue accounting 
department. There it serves as advice to 
write off the account as loss, and, as it 
agrees in size with the accounting stub, it 








Telephone Newspaper Feature 
Service of Nebraska Company. 
The Lincoln Telephone & Telegraph Co., 

Lincoln, Neb., has inaugurated a “Tele- 

phone Feature Service; Current News and 

Events as They Are Seen by the Camera- 

man,” for newspapers in its territory. The 

first issue of Telephone Feature Service 
was sent out last month and contained five 
illustrated human nature 
various uses of the telephone. 

These titles indicate the character of the 
story: “The Pardon No Longer Comes Too 


stories relating 
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Tampa, Florida 


still unpaid. 
is right or fair? 


used, SHOULD BB PAID. 
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“The Foundation of GOOD CREDIT is Character 


Credit and Collection Exchange 


A SQUARE DEAL TO CLIENTS AND DEBTORS ALIKE 


610 MORGAN STREET ROOMS 1206-7 


Your account, due the Peninsular Tele-— 
phone Company as shown below, has been turned over to us 
with instructions to effect immediate settlement through 
whatever means may be necessary. 


The records which we have received from 
the Telephone Company indicate this past due account has 
been called to your attention several times and that it is 
Do you think your attitude cf indifference 
Don’t you believe that you should at 
least let us hear from you about this account? 


It is not our desire to be unpleasant 
or to cause you any unnecessary embarrassment, but we wish 
to remind you a JUST DEBT, for services which you have 


We know that you agree with this prin- 
ciple, and believe you will remit promptly for the amount 
due, or make satisfactory arrangements with us for its set- 
tlement. 


Very truly yours, 


CREDIT & COLLECTION EXCHANGE. 


2? BE SURE TO RETURN THIS LETTER WITH YOUR REMITTANCE “Ses 
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of grace. 














Credit and Collection Exchange 


A SQUARE DEAL TO CLIENTS AND DEBTORS ALIKE 


You have had not less than five previous requeste ad- 
dressed to you for the payment of the amount due the Peninsular 
Telephone Company, as shown below. 
has been heard from you and the account is still unpaid. 


Bffort has been made to secure settlement without 
resorting to any legal steps which would add extra costs to you 
in the final payment of it. 
courteous, fair and square aanner, which evidently is not at all 
appreciated by you. 


We had expected to hear from you before this time, and, 
as we have not, we understand you acknowledge the account to be 
correct and justly owed by you. 
tude of indifference might well be construed as an intent to evade 
payment of a just debt, by completely ignoring our requests. Is 
such the case? We surely hope not, but the answer rests with you. 


Our next step must be to give your account to our 
Attorney to begin legal action and you will force us to do this 
unless remittance is received within the next ten days. 


This is our final notice to you. 


any added expense and trouble which arises after this ten days 
It’s up to you. 


C7 BE SURE TO RETURN THIS LETTER WITH YOUR REMITTANCE “Su 





“The Foundation of GOOD CREDIT is Character 


610 MORGAN STREET ROOMS 1206-7 


Tampa, Florida 


Te ePnone 
“1908 


The record shows nothing 


We have tried to handle this in a 


If such is the case your atti- 


Don’t blame us for 


Very truly yours, 
CREDIT & COLLECTION EXCHANGE. 
By 








First and Final 


lection Exchange has been a great success 
it “bringing home the bacon.” It ‘states 
that because the previous letters were never 
disputed, the account must be correct and 
just. In conclusion it says that unless pay- 
ment is made immediately, the account will 
be given to an attorney to begin legal 
action, 





The letters are carefully multigraphed 
and worded so they give the appearance of 
personal dictation. Although legal action 
is taken only on those accounts where the 
amount involved justifies such a step, this 
“Credit and Collection Exchange” last year 
collected slightly more than 13 per cent of 
the accounts turned over to it by the com- 


mercial office as uncollectible. Since its 
conception the collection exchange has 
more than paid its own way. 

It is our opinion that even though 


Letters Sent by Collection Agency 








may be readily retained in the files of that 
department. 

This concludes the outline of the col- 
lection routine on final bills from the time 
the order is given to “discontinue and 
cancel” until the account is either paid or 
written off as loss. 

Here in Florida we are confronted with 
the problem of an ever-changing popula- 
tion, due largely to visitors from other 
states. After cancelling their telephone 
service these visitors return home. So 
instead of directing our collection efforts 
into any one community they are expended 
all over the country. 

The _ collection methods whiche hav 
been outlined are certainly not novel or 
unusual, but as we handle approximately 
$50,000 in final bills each year, we feel that 
we can say they are successful. 








in Effort to Obtain Payment of Final Telephone Bill. 






Late”; “The Telephone ‘Serves’ at Ne- 
braska’s Penitentiary”; “12,000 Questions 
a Day Are Answered’; “Telephone Aids 
in Building Nebraska’s Capital.” 

The local managers of the Lincoln com- 
pany did an excellent job of introducing 
the service to their local editors. Already 
more than 15 editors throughout the ter- 
ritory have requested every one of the five 
stories offered in the first release, printing 
one each week. Present plans of the Lin 
coln company, according to Publicity Di 
rector C. W. Motter, contemplate printing 
the Feature Service every two months. 

Mats or plates are supplied the news 
papers, requests for them 
through the local managers. The service 
is supplied absolutely free to the papers 
and the stories may be used with or with- 
out credit to the Lincoln company. 


being made 








































































































Overcoming Prospect’s Sales Objections 


An Employe Must Study Needs of His Prospect and Give Advice As to 


Service Offered—Four Stages of a Sale; Attention, Interest, Desire and 
Action——Address Given at Galesburg District Meeting of Illinois Association 


By W. D. Knowles, 


General Manager, Illinois Central Telephone Co., Clinton, 111. 


If no customer ever offered an objection 
or in any other way acted contrary to our 
employes; if no one ever found fault with 
the salesmen, selling would be easy—it 
might become monotonous. 

In a large proportion of the sales that 
are made, the employe is obliged to over- 
come certain objections raised by the pros- 
pect, yet, strange as it may seem, compara- 
tively little has been said to the employe 
on the subject of objections. Volumes 
have been written on all other phases of 
the subject of selling, but the topic of ob- 
jections, though it is extremely important, 
has received but passing attention. 

The employe who can successfully dis- 
pose of the majority of the objections 
that arise in the course of his interviews 
with prospects, will naturally be far more 
successful than he would be if he were not 
skilled in handling the phase of the service. 
It is, therefore, necessary in instructing 
our employes to analyze the types of ob- 
jections that ordinarily arise and to give 
our employes suggestions for handling 
them. In general, there are three classes 
of objections: First, real objections; sec- 
ond, imaginary objections; third, pretended 
objections—that is, excuses. 

There are many objections advanced by 
customers who are thoroughly sincere— 
objections that are real. In this case the 
prospect advances what seems to him to 
be sound reasons why ‘he should not buy, 
and it is the employe’s task to present rea- 
sons for buying that outweigh the reasons 
against buying. Frequently, the prospect’s 
reasons may be good, yet it may be possi- 
ble to show that his objections are over- 
balanced by certain distinct advantages. 

The employe who thoroughly knows the 
quality of his service, the strong features 
and the various uses to which it may be 
put, or the needs it will serve, is prepared 
to cope with this type of objection. 

Imaginary objections grow out of a mis- 
understanding of some point or a lack of 
information. In meeting such objections, 
the employe’s problem is one that requires 
careful explanation, so as to clear up the 
misunderstanding or to give the required 
information. In this connection it should 
be noted that many sales are lost because 
of imaginary objections that are not ex- 
pressed. The prospect remains silent and 
merely says he will not buy. 

In such cases the employe should tact- 
fully try to get the customer to state his 
reasons for not buying so that he may 
have an opportunity to clear up misunder- 








The Real, Underlying Value of 
Public Service. 

A telegraph company, such as the 
Western Union, is not what you see 
from the railway train poles and wires. 
They are incidents. It is all you see; 
but the real, underlying value of a tele- 
graph service is in the devoted men and 
women who are trained to synchronize. 

It is the problem of finding and se- 
curing your message, and delivering it 
over a thousand miles, delivering it 
to you with the minimum delay. That 
means a human institution which does 
not depend upon wires, but it depends 
upon training and what the individual 
is willing to give beyond what he is 
paid for. I mean that element of de- 
voted service which only comes from 
the spirit; that is the telegraph business 
or any other public service.—Newcomb 
Carlton, president, Western Union Tele- 
graph Co. 








standings and give needed information. 

Many imaginary objections will be 
avoided if the employe demonstrates his 
service thoroughly. 

It is not always necessary to answer an 
objection if it is merely an excuse. It may 
usually be passed over as if it had not 
been heard. The employe must try to give 
his sales talk promptly and with as few 
needless interruptions as possible. He wants 
a prospect to interrupt with questions if 
any point is not clear, and he wants the 
prospect to express any real’ objection he 
may have in mind so that there may be an 
opportunity to dispose of it; but it will 
only impede the progress of the interview 
to allow unnecessary discussions to arise. 

Therefore, the employe should often 
avoid answering objections that are obvi- 
ously trifles. Instead, he may develop some 
strong fact or buying motive with the pur- 
pose of convincing the prospect and build- 
ing interest up to the point of desire. 

An employe should always learn from 
the prospect’s objection. When an objec- 
tion is advanced, he should make a note of 
it; then formulate a method of handling 
it the next time it arises. When an em- 
ploye has an interview and the prospect 
teaches him something—especially if the 
lesson has cost a sale—a note should be 
made, and it should be carefully analyzed 
before another prospect. is called upon. 
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All employes should use a very care- 
fully-prepared plan of approach based on 
the idea of saving. He knows that people 
do not like to spend money just for the 
sake of spending, and he knows too that 
everyone would like to save money. So 
in approaching a prospect, you should sug- 
gest a plan to help him save rather than 
spend his money. 

Many of the objections that are raised 
are the results of the prospect’s efforts 
to weigh the pros and cons and the idea 
of buying. Frequently objections are raised 
in hopes that the employe will help the 
prospect to demonstrate that his own ob- 
jections are outweighed by the advantages 
of buying. Thus, the objections may in 
some way indicate interest in the prospect 
rather than lack of it. 

When an employe finds that his pros- 
pects raise a great many objections, he 
should check over his sales talk to see if 
he is really making his proposition elear. 
Ofttimes an explanation that is not clear 
will result in a large number of objections 
being brought up. A thorough explanation 
of your service will enable you to elimi- 
nate many objections that otherwise arise. 
Effective words in developing interest and 
desire form the best primitive 
against objections. 

The value of suggestions lies in the fact 
that most people are inclined to resist an 
open persuasion. They may know that 
certain arguments are sound and that cer- 
tain conclusions are correct, yet they are 
more likely to be willing to decide and 
act if they work out the conclusions in 
their own minds. When they work out 
their own conclusions, they feel that the 
decision is their own, arrived at by their 
own method of reasoning. 

Another point of value in connection 
with suggestions is that considerable time 
is required to outline, in detail, all the 
favorable arguments. Therefore, if sug- 
gestions can be made that will connect 
with the prospect’s experience and senti- 
ments and start a train of thought in the 
right direction, time will be saved in bring- 
ing about a sale. 

Because suggestions act more quickly, 
we may call this the “Short circuit ap- 
peal.” An argument may be known as the 
“Long circuit appeal.” 

Many appeals made by employes fai! to 
be effective because they do not touch the 
emotions. It is not enough to show that 


remedy 


men ought to act. They must be made to 
feel that they want to act. 


The dic'stes 












August 30, 1930. 
of reason may be resistible but not the 
problems of sentiment and emotion. 

Che truth of this is realized by anyone 
who looks into his own experience, and 
the lesson for the employe is that unless 
the prospect is of the cool, reasoning type, 
the sale is likely to be closed more quickly 
by a strong suggestive appeal to some 
sentiment or need than by a long series of 
proofs. Some persons are more open to 
suggestions than others, but when the em- 
ploye sees that the prospect is inclined to 
resist subtle appeals to imagination and to 
come to a decision from cool, careful rea- 
soning based upon definite evidence, he 
should not depend on suggestions alone, 
but should prove the proposition, if possi- 
ble, by a detailed and logical explanation 
of its merits. 

When men understand an argument and 
recognize that a certain conclusion is right 
and yet are not moved to take action, an 
appeal to the emotions is valuable. If the 
emotional appeal is not accompanied by 
an appeal to the reason, it is likely to be 
temporary only. A man who buys on the 
emotional appeal alone may regret it an 
hour after the employe leaves and, if pos- 
sible, may cancel the order or stop pay- 
ment on his check. 

The Process of Deliberation. 

The highest type of argument is that 
which makes it clear to cool reason that 
a certain action is right, and then plays 
on the emotion to induce action. In such 
cases the prospect who takes the action is 
likely to be kept from regretting and 
changing his decision by his ability to rea- 
son within himself that the step was judi- 
cious. 

Arguments on the part of the employe 
cause deliberation on the part of the pros- 
pect. When the prospect deliberates, his 
mind naturally goes through certain men- 
tal processes. He weighs his argument 
for and against the employe’s proposition, 
and finally makes a decision. 

The first step in the process of delibera- 
tion consists in a comparison of his re- 
turns with and without our service. The 
employe must keep the idea of his service 
uppermost in the mind of the prospect. 
He must not allow any antagonistic ideas 
te intrude. The final step in deliberation 
is the choice of one or the other of two 
Propositions that are being weighed in the 
mind of the prospect, and this is the close 
of the sale. 

It would seem that the employe who has 
skillfully led the prospect on to a choice 
of his service would not fail at this step, 
yet some do. They feel so sure of the 
Prospect that they pay no heed to the 
necessity for immediate action and in real- 
ity lose the prospect by talking on after 
there is nothing left to say. There is a 
Proper time to stop, and by forgetting this 
emploves lose many sales that they have 
Practically won. 


Arguments are, of course, necessary in 
Meeting objections. 


The prospect may 
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will serve his 
purpose, he may argue that he can do 
without it and not be greatly inconveni- 
enced, or he may claim that he can not 
afford it. Then it becomes the employe’s 
duty, through logical reasoning, to show 
the prospect how well the service fits his 
needs, how it will add to his comfort or 
pleasure, or how he can easily afford it. 


doubt whether the service 


Selling Suggestions. 
Using suggestions is merely the putting 
of ideas into people’s minds. 
stanc 


To under- 
the nature of ideas, let us consider 
a few typical and simple examples or sug- 
gestions that are familiar to all of us. 

Many a time when you have liked some 
article but have hesitated to say to the 
salesman, “I’ll take this,” he has influenced 
ycu to decide quickly by taking a piece 
of wrapping paper and saying, “Shall | 
wrap it up?” or he has asked, “Do you 
want it sent, or do you prefer taking it 
with you?” A simple suggestion in sell- 
ing service would be, “Now, Mr. 
Blank, would you prefer a wall, desk, or 
hand set?” 

The employe has 


our 


suggested a definite 
action to which the prospect has impul- 
sively assented. 

Also you may find it easy to act upon 
a suggestion that does not appeal to you 
in itself, if it is connected with an idea 
that is dynamic. For example: Johnnie 
is playing ball in a lot near his home; it is 
five o'clock and his mother calls to him: 
“Johnnie, come home. I want you to go 
to the grocer’s and get some potatoes and 
a can of peas.” 

The suggestion will probably not be 
promptly carried into action, but if 
says: 


she 
“Johnnie, I want you to go to the 
grocer’s and, get a quart of ice cream for 
supper and bring a bag of potatoes and a 
can of peas,” the suggestion will be dy- 
namic The potatoes and peas will arrive 
promptly with the ice cream. The idea of 
the ice cream will be powerful enough to 
take Johnnie away from the ball game and 
also secure the potatoes and peas. 

Your sales may be out by 
making statements or explanations with 
proper regards and suggestive value. Like- 
wise, a high rate is made to appear more 
reasonable by quoting a small monthly, 
weekly or daily rate. 

I would suggest to always quote our 
service rates by the day, if possible, if 
not, by the month—and under no condi- 
tions state the annual rate. Six and two- 
third cents per day does not seem near 
as high as $2 per month or $24 per year. 

Those who sell may be divided into two 
classes. One class, undoubtedly the larger, 
includes those who practice the art of sell- 
ing in a routine way, satisfying the needs 
of their prospects who know what they 
want, go where it is offered for sale and 
ask for it. Salesmen of this sort are 
merely order-takers. They really do not 
deserve to be called salesmen, for they are 
merely clerks. While their selling meets 


smoothed 
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the simplest needs, it dooms a business to 
failure. 

The modern type of salesmen is repre- 
sented by the other class of salesmen 
creative salesmen. They realize that they 
have an important mission in life to per- 
form and, therefore, go about their busi- 
with an enthusiasm that appeals to 
prospects with whom they come in contact. 


ness 


Creative salesmanship consists of mak- 
ing people see their needs; in other words, 
these people want what they already need. 
A good salesman is like a good cook; he 
can create an appetite if the prospect is 
not hungry. He expounds the virtues of 
his proposition in terms of the prospects’ 
needs and desires so as to make them see 
how they may benefit by using his service. 

Comparatively few life insurance policies 
are sold as the results of men seeking life 
insurance. Yet creative 
caused millions of men to see the wisdom 
of protecting their wives and children. In 


salesmen have 


other words, most of them are sold; few 
are bought. 

The next qualification is 
“Knowledge of the prospect.” No study 
is of more importance to the employe than 
that of human nature. 
of his prospect, the better he is prepared 


essential 


The more he knows 


to know just what to do or say in order 
to impress him with his service. 
pects should. be properly met and properly 


| rr’ sS- 


handled in order to attain the greatest 
success. 
While human nature is much alike 


everywhere, there is enough difference to 
make it necessary for the 
study the individual prospect closely. 
What will bring results with one might 
not even make an impression on another. 
Thus, the employe must make a 
study of human nature so that he will be 
able to adapt himself quickly to 
prospect he will meet. 


salesman to 


close 
every 


Study Needs of Prospect. 

One of the most important functions of 
the employe is that of acting as an ex- 
perienced adviser to the prospect. If he 
has a thorough knowledge of his service, 
he will be able to judge the adaptability 
oi his service to the needs of his prospect 
and thereby be able to serve his prospect 
better. The very practical reason for the 
need of intimate knowledge of the service 
is that it furnishes an employe with mate- 
rial to build up selling through that which 
will be informing as well as convincing. 

Definite knowledge will enable the sales- 
man to use specific statements instead of 
old general claims that have no selling 
ferce. It will enable him to handle more 
effectively prospects that are slow about 
reaching a decision, simply because they 
have not yet been convinced. 

Finally, complete knowledge helps the 
employe to overcome a natural tendency 
to omit, from his sales talk, many impor- 
tant features of his service which he takes 
for granted because he thinks they are evi- 
dent at a glance, but very often this is not 
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true. People do not see what they look 
at; they see only that which is pointed out 
to them. 

An employe who has worked out in his 
mind a complete and detailed description 
of his service will be very likely to call 
his prospect’s attention to things the pros- 
pect did not notice. In so doing he will 
greatly improve the quality of his sales 
talk and will increase the number of his 
sales. 

Four Stages of a Sale. 

Every sale is divided into four steps 
that indicate the stage through which the 
mind of the prospect is guided by the em- 
plove, although in many cases the transac- 
tion from one stage to another is hardly 
perceptible. The four stages of the sale 
are: Attention, interest, desire and action. 

An efficient employe needs to know how 
to handle effectively each of these stages. 
{In order to attract attention, he must 
know how to make the best of his knowl- 
edge of the prospect so that the first im- 
pression that he makes will be a favorable 
one. He must know how to concentrate 
the attention of the prospect upon his 
service. 

Sometimes a sale depends on the first 
few words used by the salesman as he 
faces the prospect; and if he can not make 
a favorable impression with his opening 
remark, a chance to continue his selling 
talk will not be given him. His next task is 
to arouse in the mind of his prospect in- 
terest in his service. To do this he must 
know how to present his selling points in 
such a way that they will make a strong 
appeal to the individual need of each pros- 
pect. At this stage of the sale the em- 
ploye makes use of both his knowledge of 
the service and knowledge of the prospect. 

Real salesmanship is a meeting of minds 
in which the employe’s mind succeeds in 
inducing the other mind to look upon the 
service under discussion as it exists in the 
mind of the employe. If the mind were 
a mere machine that could weigh all evi- 
dence for and against the service and 
show which had the better argument, per- 
sonality would count but very little. 

Personality is three-fold in nature. 
First, physical; second, mental; and third, 
moral. In order to possess a well-rounded 
personality it is absolutely necessary to 
develop each of these. 

The physical is the element first noticed 
in the individual. The man of command- 
ing ways and well-proportioned form at- 
tracts attention from the crowd by these 
qualities alone. 

Every movement, action and manner, 
every hand-shake, every smile and every 
word is a part of this same physical per- 
sonality. Business men are often heard 
to remark that they can not shake hands 
effectively, but it is noticed that it does 
not require long for the raw country boy 
to learn to salute his superior after he has 
enlisted in the army. It will be just as 


easy for the employe to improve himself 
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in his physical personality as it is for the 
recruit to acquire his military carriage, if 
there is some one to tell him wh: he 
lacks and what to do to correct his deti- 
ciency. 

Any one who will carefully analyz per- 
sons who have attractive physical per nali- 
ties, can easily learn what he lack and 
can, in time, by earnest and persiste ef- 
fort greatly improve himself in th _ re- 
gard. 

It is impossible to think a mean th, ult 
and smile at the same time. This e- 
ment may seem extreme but a tr ‘ll 
convince you it is true. Try sm , , at 
your command, then hold the smile ,. ink 
a mean thought, say a thought of hs ed, 
you will feel the muscle of your face, »n- 
tract and the smile will give way tos ory 


different facial expression, unless y iid 
the smile by force of will. 
Even if you succeed in retain: 1is 


smile by an effort of your will, ye vill 
find that the expression of your ey. will 
change. The expression changes tl - in- 
stant the mind changes from the chs erful 
thought to the other one; the hcl! is 
loosened on the nerves and muscles that 
control the smile. There comes into your 
face an expression that matches th~ dis- 
agreeable thoughts within. 

We see this same principle illus. . ted 
about us every day.. We often mee peo- 
ple bowed with the weight of years vhose 
expression is kindly and winning; ard we 
meet others, also bowed and wrinkled, who 
are repulsive. The difference lies in the 
difference between the kind thoughts of 
the former and the unpleasant thougis of 
the other. 

If one thinks mean, degrading,’ low 
thoughts for three-score years, the expres- 
sion of the face, the cast of the eyes and 
the action of the whole body will reflect 
them. In the light of these facts, we 
know that the person who would become 
attractive and create a winning personality 
must cultivate his thinking. 


Cultivate Thinking. 

In addition to training his body}‘r cor- 
rect posture and exercising to } eit 
well, he must cultivate his thinkin: 

If when we think of people, v think 
kind thoughts, we shall soon be doi g kind 
deeds. If we think cooperation, v : shall 
act cooperatively, helping our friends and 
neighbors, serving our customers well and 
we shall, therefore, gain in persona! 

The optimist and the pessimist ; ex- 
amples of positive and negative pe -onali- 
ties. One sees the best in every situation 
and the other always sees the worst. Onc 
looks on the brightest side of life; he 
wants to see the sunny side, and does see 
it because he wants to. His mariner and 
his conversation all reflect sunshine. To 
the pessimist, every day is gloomy, every 
situation full of harmful possibilities; 
while the optimist is full of hope, the pes- 
simist is a messenger of despair. One 
buoys us up, the dther is a kill-joy. 
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Final Association District Meet- 
ings of Year in Illinois. 

The programs for the last two district 
meetings of the year in Illinois have been 
arranged and plans are complete for hold- 
ing the conferences at Clinton on Septem- 
ber 3 and at Streator on September 17, 
1930. These district meetings will be com- 
posed of two conferences, one for the 
traffic department and the other for the 
plant and commercial people. Large at- 
tendance has characterized the six meet- 
ings held so far this year in Illinois. Dur- 
ing the past four months 871 people have 
taken part in district meetings sponsored 
by the Illinois Telephone Association. 

One reason for the excellent attendance 
record at these conferences is the fact that 
taking part in the association’s district 
meetings is one of the most useful and 
helpful activities which membership in th 
association makes possible. The advantages 
lie in two distinct channels: technical in- 
formation and personal contacts. 

The programs and discussions presented 
are largely upon current problems and new 
developments, and the educational advan- 
tages of hearing and taking part in the dis- 
cussion of these subjects in an open forum 
cannot but broaden the vision and augment 
the general knowledge of those who partici- 
pate. Equally advantageous is the oppor- 
tunity which district meetings afford to 
extend acquaintances and to gain the in- 
spiration which grows out of intimate con- 
tact with the leaders in the telephone in- 
dustry in Illinois. 

The traffic conference is 
largest gathering of the meeting. 
girl attending the traffic conference is given 
a supply envelope containing material to 
be used during the traffic school, as well 
as instructions in local, toll and voice tech- 
nique. During the afternoon session the 
operators attending the traffic school are 
given an opportunity at “round table dis- 
cussions” to present any problems or diffi- 
culties they may have in their individual 
offices. Many traffic problems are solved 
and differences adjusted here. 


usually the 
Each 


District meetings offer an exceptional 
opportunity to receive and contribute some- 
thing of value to the telephone business 
which reflects in the improvement of tele- 
phone service.’ No manager, plant man, 
commercial “epresentative, chief operator, 
supervisor, rator or clerk in the central 


part of is can afford to stay away 
from *! ‘linton and Streator di:trict 
meeting: it is at all possible to be 
present. 


Prices in Metal Markets. 
New York, August 25.—Copper—Quiet: 
electrolytic, spot and future, llc. [ron— 
Quiet; No. 2 f. o. b. eastern Pennsylvania, 
$18.00@19.00; Buffalo, 16.00; Alabama, 
$11.50@14.00. Tin—Easy ; spot and nearby, 
$29.75; future, $30.00. Lead—Steady: spot 


~ 92. 
5. 39C 


New York, 5.50c; East St. Louis, 5.39¢. 








sta 
ing 
ter 
tai 
sor 


the 
bre 


nicl 
and 
lon; 


wil! 
at 


nec 
way 


thre 
be : 
cabl 


up ° 
abot 
of i 
two 
shea 


















P. B. X. Switchboard Installation Hints 


The Practical Side of Installation Work—Details of Forming and Connecting 


of Cables and Terminals +f Private Branch Exchange Installation—Talk 
Before Convention of Pen sylvania State Telephone & Traffic Association 


By J. F. Browne, 


Plant Superintes dent, Columbia Telephone Co., Columbia, Pa. 


The greatest part of the work of in- 
stalling any P. B. X. consists of the form- 
ing out and connecting up of cables and 
terminals; and it is necessary that the de- 
tails of this part of the work be given 
some thought and study. 

The first step in the making up of a 
cable form is the removal of the lead cable 
sheath from around the wires, Fig. 1. 
Phis is done by some installers with the 
hipping knife and hammer, or by nicking 
the lead sheath every three or four inches, 
breaking it at the nicks, and removing it 
in sections. 

Another way is to make two parallel 
nicks in the sheath, about %4 inch apart, 
and roll the ribbon of lead out with the 
long-nose pliers. 

If the cable is “dry core,” the wires 
will then have to be boiled out in beeswax 
at a temperature of about 360° Fahr. If 
it is “waxed core” cable, it will not be 
necessary to boil it out. After being 
waxed, the wires should be wiped off with 
a cloth and each wire pulled separately 
through the fingers; so that they will all 
be straight and lay flat and parallel in the 
cable form. 

The butt end of the cable is then served 
up with a piece of lacing twine, which is 
about 2%4 yards long with about one-third 
of it turned back, making a loop of about 
two inches along the end of the cable 
sheath, Fig. 2. This loop is held with the 
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Fig. 2. Method of Serving—Up End of Cable Sheath. 


thumb while three or four turns of the is passed through the loop and pulled under 
twine are laid; first away from the _ the layers, which hold it tight. The pro- 
sheath towards the ends of the wires, jecting end is then cut off with the diag- 
then, doubled back in even rows until onal pliers. 

about % inch of the cable sheath has been In order to keep the wires in their right 
covered. The free end of the lacing twine places and to keep the lock stitches the 
right distances apart, it is a good idea to 
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“CUT-PULLAND SOCK” METHOD 


make a “fanning stick,” Fig. 3. The holes 
in the “fanning stick” are made to corre- 
spond to the terminals on the connecting 
blocks, and are just large enough to per- 
mit the wires to pass easily through them. 

After the wires are straightened out and 
put in their proper places in the “fanning 
stick,” they are bound together with lacing 
twine, a lock-stitch knot being made at the 
point where each wire leaves the form. 
All loops or stitches should be kept straight 
and tight, and the knots kept in the back 
of the form. If a double lacing is used, 
the two strands of the lacing twine should 
lay parallel and should not cross over each 
other on the top side of the form. 

After the form is laced up, it is removed 
from the “fanning stick” and the wires are 
connected to terminals of the connecting 
blocks, care being taken to keep the wires 
tight and straight by pulling them through 
the fingers. If the wires all have the same 
bends and angles, the completed job will 











. 








have a neat and uniform appearance. 


Different Methods of Removing Lead Cable Sheath. The insulation of the “skinners” or 
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wires projecting from the cable form is 
removed by gently squeezing it between 
the jaws of a pair of long-nose pliers, and 
pulling off the loose end of the insulation 
with the point of the pliers; or the insula- 
tion may be pulled back from the ends of 
the wires, with the thumb and finger. 
Rolling the ends of the insulation be- 
tween the thumb and fingers, will prevent 
them from unraveling when the wire is 
connected to the terminals on the connect- 
ing block. After the form is completed, 
a coat of white shellac may be applied to 
it, which will make a nicer appearing job. 


practice to be able to make up good look- 
ing cable form. A good way to learn is 
to take a piece of old cable, some lacing 
twine, and a connecting block and practice 
forming out and connecting up the wires. 

There are three different groups of lines 
connecting to the P. B. X. switchboard— 
the station or extension lines, the trunk or 
city lines, and the battery and generator 
lines. In order to facilitate their installa- 
tion, rearrangement and repair, these lines 
are usually terminated at .a central point, 
outside the P. B. X., called the “cross- 
connecting or junction box,” Fig. 4. 

This box is located in a convenient place, 
as near as possible to the P. B. X. and the 
center of distribution of the various cables 
and lines. The size of the box, of course, 
depends upon the size and number of 
cables and wires terminating to it. 

It may be made of wood or rretal, de- 
pending upon the type of construction of 
the building. Metal is preferred, of course, 
on account of its fire-resisting qualities. 

The feeder or central office cable enters 
the box, preferably from the bottom, on 
the right-hand side, and terminates either 


It takes a good deal of patience and’ 
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HOUSE CABLE 


Fig. 4. Cross—Connecting or Junction Box. 


tectors where protectors are required. The 
house cables carrying the station or exten- 
sion lines are in the central part of the box 
and the switchboard cable connecting to 
the P. B. X. is on the left-hand side. 
Flameproof jumper wires cross-connect 
the various lines, in the box, feeding 
through iron rings and wood fanning 
strips. 

Most all of the testing can be done from 
the terminals in the cross-connecting box, 
and it makes a convenient place to work 
when any additions or rearrangements are 
made in the system. 

In considering the installation of a P. B. 
X., about the most important thing is the 
selection of the proper type of a switch- 
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Fig. 3. Method of Forming Out and Connecting Cables. 


should be studied and a P. B. X. system 
recommended that will give the best sery- 
ice for his money. 

If too large and expensive a system is 
installed, the subscriber will soon be dis- 
appointed with the cost, and it will not be 
long unt?! the telephone company will have 
some expensive equipment on its hands, 
which will produce no revenue. On the 
other hand, too small a system will soon 
have to be replaced; and, of course, that 
is expensive business for the telephone 
company. 

The 40-line, cord type P. B. X. is a type 
of switchboard popular with most com- 
panies, where the demand for extension or 
station lines is over ten, The actual work 
of connecting up this type of a switchboard 
is much the same as the work of the form- 
ing out and the connecting up of cables 
and terminals, Fig. 5. 

In those types of switchboards having 
swinging terminal racks, care should be 
taken to leave sufficient loop in the cable 
to allow the terminal rack to open without 
disturbing the wires in the form. 

The terminals of the station lines, the 
trunk lines and the battery and generator 
lines are arranged in groups so that the 
forming out of the cable is quite simple. 
The first group of pairs of the cable are 
used for the station lines; the next for the 
trunk lines, and the last for the battery 
and generator. The master wires are con- 
nected on the “tip” side and the tracer 
wires on the “ring” side of the terminals. 

The P. B. X. switchboard should be 
located in a quiet place, as near the et- 
trance of the building as possible, if the 
operator must act as “Information” i 
addition to her regular duties as operator. 
Consider a location where the sun of 
bright Jight will not fall directly on the 
switchboard, preventing the operator from 
properly seeing the signals. Also be sure 
in locating the P. B. X. to leave ample 
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room behind the switchboard for the in- 
staller and repairmen to work. 

It is a good thing to make a plan of 
the subscriber’s buildings or office and ex- 
plain thoroughly to the subscriber just how 
the system will work, so that he may know 
what to expect of the service after it is 
installed. 






















Publicity Given Telephones in 
Switzerland Doubles Growth. 
As a result of the telephone propaganda 

work in Switzerland of the society known 
as “Pro Telephon,” formed in 1927 by the 
Swiss telegraph authorities in conjunction 
with a number of Swiss telephone appa- 
ratus manufacturing concerns, the rate of 
annual increase of the number of  sub- 
sribers to the Swiss telephone system is 
reported to have been doubled. 


New Independent Pioneer Roster 
to Go to Press Soon. 

The Independent Pioneer Telephone As- 
sociation of the United States recently an- 
nounced that its roster for 1930 will 
to press. It will contain the 
names of over 1,200 Independent Pioneers 
and over 200 photographs of Pioneers who 
have been in the telephone business 30 
years or more. 

The association announces that names of 
all applicants for membership received be- 
fore September 3 will appear in the new 
roster under the proper headings, etc. All 
Pioneers of 30 years’ service or more who 
lave not sent in their photographs to J. K. 
Johnston, secretary, Indianapolis, Ind., 
should do so at once in order that there 
will be ample time for the photographs 
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to be reproduced in the 
Some photographs have been received 
without name or address on them or any 
other means of identification. Among such 
photographs which Secretary Johnston can- 
not identify is one from Chicago. Although 
the photograph has been submitted to a 
number of men of wide acquaintance in the 
Independent field, no one has been found to 
identify it. Chicago men who have sent 
photographs to Mr. Johnston are requested 
to write him an effort to the 
“unknown” Pioneer known. 


new sroster. 


in make 


Up-State New York Association 
to Hold District Meetings. 


The Up-State Telephone Association of 
New York has scheduled a district meet- 
ing and traffic conference for Saturday, 
September 6. It will be held at the Elks 
Club in Malone. Another one is scheduled 
for Thursday, September 11, at Meredith 
Inn, Meredith. 

The traffic conferences will discuss new 
rules and methods in traffic The 
general meetings will give special attention 
to the reports and regulations that will be 
required by the New York Public Service 
Commission from the small companies 
just placed under its supervision. 


work. 


Gann, of Tri-State Company, St. 
Paul, Now with Gary & Co. 


It has been announced by E. C. Blo- 
meyer, executive vice-president of Theodore 
Gary & Co., that Geo. K. Gann has ac- 
cepted an important 
with Theodore Gary & Co. 
start on his new duties at once and ex- 
pects to move his residence from St. Paul 
to Chicago in the near 


executive position 


Mr. Gann will 
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future. 
ie Because of his re- 
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dent George W. Rob- 
inson of the Tri-State 
company. 
Theodore 
Co. operators of 
extensive telephone 
properties in the 
United States and 
abroad. They are also 
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P. B. X. Switchboard. 





Connections on Connecting Rack of 40 Line-Cord Type 


and others. In 1929 
they acquired the con- 
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trolling interest in the Tri-State Telephone 


& Telegraph Co., Dakota Central Tele- 
phone Co. and other subsidiaries of the 
Tri-State company. The firm now has 


offices in Chicago, Kansas City, New York 
and London. 

The new Gary executive went to St 
Paul in 1921 from Lincoln, Neb., where he 

















Geo. K. Gann, Former Vice-President and 
General Manager of the Tri-State Tele- 
phone & Telegraph Co., St. Paul, Minn., Is 
Now Associated with Theodore Gary & Co., 
with Headquarters in Chicago. 

had been associated with the Woods in- 
terests in the Lincoln Telephone & Tele- 
graph Co. Prior to that he had occupied 
important positions with the Southern Bell 
Telephone & Telegraph Co., of Atlanta, 
Ga., and the Bell Telephone Co. of Mis- 
souri, at St. Louis. 

Mr. 


SC cial 


During his residence in St. 
Gann was prominent in and 
circles. He is a member of the Minne- 
sota Club, St. Paul Athletic Club and the 
Town & Country Club. He was president 
of the Kiwanis Club, general chairman of 
the Kiwanis International convention 
St. Paul, division chairman of the Com- 
munity Chest, chairman of the aviation 
ccmmittee of the St. Paul Association, in 
addition to being active in various other 
civic enterprises. 


Paul, 


civic 


at 


Mr. Gann was active in the building uf 
cf the Continental the 
properties of which were acquired several 
years ago by the Gary interests. 

The Chicago offices of Theodore Gary & 
Co. are at 100 West Monroe street. 


Telephone Co., 


Maine Association to Hold Annual 
Convention in September. 


The Telephone Association of Maine 
recently announced that it will hold its 
annual convention on September 16 and 


17 at the Eastland Hotel, Portland. 
A. Van Den Kerckhoven, of 


secretary-treasurer. 


Bethel, is 
























Here and There in Telephone Work 





Preparing Subscriber’s Station In- 
stallation in Advance. 
By Joun A. BRACKEN. 

Today the benefits of the telephone in 
business and the home are so pronounced 
that it is regarded as an indispensable ad- 
junct to business management and home 
comforts; and when it is borne in mind 
that the greater part of the wiring for 
telephone service is still to be installed in 
hundreds of homes of the future, it will 
be readily seen that the necessity for ob- 
taining advanced location of the telephone 
and inside wiring is rapidly becoming a 
very important item in telephone in- 
stallations. 

It is generally known in the station in- 
stallation department of a telephone com- 
pany that subscribers request more than 


who have the designing of future homes 
in hand have only a limited knowledge of 
the equipment location and wiring require- 
ment of the class of telephone service that 
is likely to be subscribed for by the peo- 
ple who will occupy the homes. 

Not having considered this phase of the 
planning work particularly, the architect 
usually does not include these details in 
the plans. On the other hand, if asked, 
the architects are only too willing to have 
an expert from the telephone company go 
over their plans for residences, room by 
room, with them. While they may not 
agree with all he suggests, they will have 
confidence in him and, working with him, 
will include much that is required. 

What is true of architects applies some- 
what similarly to building contractors. 
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ARROWS INDICATE SUGGESTED LOCATIONS FOR MAIN AND EXTENSION TELEPHONES 








Typical Floor Plans of a Home. 


ever before that all telephone equipment, 
except the instrument, and wiring thereto 
be completely concealed or placed out of 
sight as much as possible in residence in- 
stallations, which usually requires the ex- 
penditure of a considerable amount of ex- 
tra labor, time and material. 

These requests of subscribers could be 
more quickly and economically complied 
with, from the standpoint of a simplified 
installation as well as future maintenance 
of the apparatus, if the station installation 
foreman of the telephone company serv- 
ing a community could arrange with local 
architects and building contractors to go 
over the plans of various homes being de- 
signed, and suggest ways and means to 
simplify the locating of apparatus and wir- 
ing for service that would be advantage- 
ous to both the home owner and the tele- 
phone company. 

It might be said that many architects 





These men perhaps understand the necessi- 
ties of a telephone installation in resi- 
dences much better than the architect. 

If the installation foreman goes to a 
contractor, who is building or about to 


build a residence, to discuss the possibility ° 


of obtaining what he will need in order 
to facilitate the installation of telephone 
service, such as certain kinds of built-in 
cabinets in which to place the subset, vari- 
ous styles of wiring conduits, outlets, etc., 
and their location to the best advantage of 
the prospective occupant, and incidentally 
in making the installation job more eco- 
nomical for the telephone company, the 
contractor usually will gladly talk over 
these things with him. 

He will not only listen to what the fore- 
man has to suggest, but will often suggest 
certain things himself. It is a good idea 
for the installation foreman to carry sam- 
ple subsets with him when interviewing 
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architects and contractors for the purpose 
of indicating the site of built-in cabinets, 

Another important opportunity for the 
installation foreman, when observing men 
digging a foundation for a house, is to 
ask questions concerning it. Thus he finds 
out for whom it is being built, or who is 
putting it up. By going to the man pri- 
marily interested, and also possibly a po- 
tential prospect for new service, he finds 
out what class of service he may want 
and takes steps to arrange for the station 
installation wiring details. 

The service may not be needed for 
weeks, but the order is secured, and the 


necessary arrangements for installing 
made. 
Aeronautical Telephone Direc- 


tories Soon to Be in Vogue. 
By G. K. SPENCER. 

During the flight of the Grai Zeppelin 
from Tokyo, Japan, to Los Angeles, pas- 
sengers were able to pick up a Los Angeles 
telephone directory, give the number of the 
Los Angeles Examiner to the radioman on 
duty, and obtain a telephone connection 
over which voice passed in the clear tones. 

This event was largely overlooked by 
the newspaper men at the time because of 
the fact that a rival newspaper “pulled the 
stunt.” Yet it was but portentous of events 
now rapidly coming to fruition. The West- 
ern Air Express has already suggested, 
and the Pacific Telephone & Telegraph Co. 
welcomed, the thought that telephone con- 
nections be made by day and night with 
planes flying on transcontinental and trans- 
Pacific, as well as coastal runs. At the 
present time both the airplane company 
and the telephone company are working 
out a system by which this will be achieved 
and equitable rates established therefor. 

For some time the planes flying into 
California have been telephoning in ad- 
vance an account of conditions over the 
Mojave desert and of the weather gen- 
erally along their route. Occasionally 
messages have been sent by business men 
over this system, but delivery has had to 
be effected in Angeles by special 
messenger. 

On July 31 this writer called a friend 
at Capitol 3487 from the air, and procured 
a connection. So far as he knows it was 
the first ordinary civil telephone call made 
in this manner on the Pacific coast. The 
clarity of conversation and freedom irom 
interruption, as well as the amazing effi- 
ciency of the telephone operators, lett 
nothing to be desired; and the ai! lines 
immediately began to plan a regular serv- 
ice of this kind. 

It is planned to have a complete s 
ready for operation through the telephone 
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exchanges by the time the new commercial 
dirigibles, projected by a commercial con- 
cern for operation between the Pacific 
coast and Hawaii and Asia, are in opera- 
tion; perhaps sooner. 

The method will comprise’ the aircraft’s 
collecting fees on the same, or similar, 
basis as that now in effect aboard steam- 
ships at sea. It must be acknowledged, 
however, that the telephone company’s 
charges will generally be the lowest and 
cheapest part of the financial arrangement, 
unless, of course, the call comes through 
to an exchange far distant from the desti- 
nation of the call. 

It is estimated that Pacific Telephone & 
Telegraph Co. can route a call through to 
destination, provided the airplane or 
dirigible be directly over, or within easy 
radio distance, at a cost of not more than 
ten cents. If the aircraft radio be power- 
jul enough to reach the western city of 
destination for the call, this land wire rate 
will probably be the rate fixed. Where the 
telephone lines are used for greater dis- 
tances, the normal tariffs will apply, as 
planned at present. 

The telephone company frankly does not 
expect to realize a profit on the accom- 
modation at present, but act in 
accordance with company practice and 
creed, which is to anticipate the business 
rather than follow after it has been needed 
for some time. 

The time is 


it will 


not more than 12 months 
away when a passenger may nonchalantly 
walk to the telephone booth in an aircraft 
and pick up the telephone book of the city 
he wishes to call; then place his call with 
the aircraft radio-telephone operator, who 
will effect communication on a constant 
wave band assigned by the Department of 
Commerce for that purpose, and a few 
moments later he will have his party. 

The airplane or dirigible operator will 
collect the fee ordered by the telephone 
operator, or perhaps the air company will 
pay an established fee for the service. 
Both methods are now being considered. 

Nor has the possibility of need for a spe- 
tial aeronautical exchange been forgotten. 
With the rapidly-ascending numbers of 
licensed aircraft and the possibility, even 
probability, that many of them will require 
telephone service, tentative plans for an 
exchange that will handle all aviation 
trafic, including government weather infor- 
mation, time signals and all air transmis- 
‘ion generally, have been effected. These 
do Not incorporate service to private air- 
‘ralt unless that aircraft be of a transport 
lature, equivalent to the private cars of 


mportant personages on our railroads 
which are equipped with telephone service. 
_ Two large transport planes have already 
‘een equipped so that when they arrive on 
an airport they can be cut in to the local 
telephone service. In the air such craft 
Will opera: telephones as described, but 


"pon landing on an airport they will be 


) the local land lines. 


Plugged il ? Appro- 
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SAFETY DOCTRINES. | 
AN IMPORTANT DUTY. 
By Joun A. BRACKEN. 


Preventive injury is one of the 
most important duties relative to 
telephone work. 

It is well for the telephone 
worker to remember that in per- 
forming some work, the safety of 
himself and his fellow workers is | 
just as important as that work. 

By not preventing accidents on 
the job, the workman is not doing 
his full duty. 

There are many ways for every 
telephone man to perform his 
work safely; and if he heeds them, 
he will be wiser and happier. 

















priate fees will be arranged for this service. 
All such lines would go single 
exchange arranged for that purpose, as is 
now done for ocean liners and naval ves- 
sels which receive telephone 
lying in port. 

The future may see dozens of palatial 
aircraft “at anchor” above airports or in 
hangars, with direct telephone connection 
to them, for the reception of calls during 
conferences or calls from persons living in 
or caring for the aircraft. 


into a 


lines when 


These plans of southern California tele- 
phone offices are presented here by the 
writer, who is also an operator of aircraft, 
because he believes that many telephone 
offices will be able to realize an interesting 
and profitable business along this line by 
keeping in touch with the situation. It 
cannot be, even for the more Eastern and 
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With the intensification of air traffic in 
southern California, this district will be 
first to require special telephone service. 
It is because of this that southern Califor- 
nia telephone managers will make original 
tests and experiments on which the busi- 
ness in general can later on be builded. 

In a recent test that started at St. Louis, 
Mo., a prominent oil operator began tele- 
phone conversation from his airplane and 
maintained contact with the Pacific Tele- 
phone & Telegraph Co.’s system, and over 
it with his western office, until he actually 


landed at Grand Central airport, Los 
Angeles, Calif., where his plane was 
plugged into the land line system. With 


few variations, this will be the method of 

the future. 

Telephone Connections Provide 
Data for Business Chart. 

The third of a series of graphs pre- 
pared by the industrial department of the 
Chamber of Commerce and published in 
local newspapers, showing the trend of 
business in Tacoma, Wash., was _ based 
upon data furnished by the Pacific Tele- 
phone & Telegraph Co. 

Telephone connections, it was stated, 
are a very sensitive index of local con- 
ditions. The shows month by 
month the net gain in connections or the 


graph 


net loss if the disconnections 
connections.. 


exceed the 

“It is very gratifying,’ the item said, 
“to find that the connections during the 
first six months of 1930 exceed in number 
those of 1928 or 1929. The net gain in 
phone connections for the first six months 
of 1928 was 280; for 1929, 403, and 


for 

1930, 578. 
“It will be seen that there is a ma- 
terial increase in disconnections during 





Telephone Connections in City of Tacoma, Wash., As Presented in Chart Prepared By 
Industrial Department of Local Chamber of Commerce. 


Middle Western cities, but a short period 
in months or years until aviation telephone 
service will be intensive and extensive, and 
those who are alert to the changing condi- 
tions, will reap the reward in profits. 





the month of July, when sthbscribers are 
leaving on their vacations. This is offset 
immediately by an increase in the num- 
ber of connections during the months of 
August and September.” 






























What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


New Member Appointed to Ne- 
braska Railway Commission. 
Hugh Drake, of Kearney, Neb., sec- 

retary of the Nebraska State Railway 

Commission and chosen at the _ recent 

primary as Republican candidate for mem- 

bership on that body, has been appointed 
to fill the unexpired term of John Curtiss, 

whose resignation takes effect September 1. 
Announcing the appointment, Governor 

Weaver says that under ordinary condi- 

tions no appointment would be made, but 

the extent of work piled up before the 
commission makes it necessary that the 
vacancy should be filled. 

Special grain rates which must be en- 
tered before October 1 and class rates 
involving the entire rate structure of 
Nebraska, order on which must be entered 
before November 1, caused the executive 
to make the appointment, he said. 


Indiana Rural Company Seeks In- 
crease to Make Improvements. 
The Uniondale Rural Telephone Co., op- 

erating in Allen and Wells counties, has 

filed a petition with the Indiana Public 

Service Commission asking for authority 

to make a 75-cent increase in rates. 

The petition said a new cable is needed 
at Ossian, costing $1,700; a new switch- 
board at Zanesville, costing $700; 25 miles 
of new wire, costing $1,000; a new cable 
at Uniondale, costing $200, and a toll line 
at Fort Wayne, costing $200. Total re- 
pairs would cost $3,800. 





Order Approves Bell Purchase of 
Minnesota Rural Properties. 
On August 14, the Minnesota Railroad 
& Warehouse Commission approved the 
application of the Strout, Telephone Co. 
for authority to sell its rural telephone 
properties at Litchfield to the Northwest- 

ern Bell Telephone Co. 

The Northwestern Bell company has 
agreed to provide the subscribers of the 
Strout company with the same grade of 
rural service as furnished to other rural 
subscribers of the Litchfield exchange, and 
for which the authorized monthly rates 
are to be paid. 

In the approval of the transfer of this 
property, the commission gave no consid- 
eration as to the value or price to be paid. 


Northwestern Bell Authorized to 
Make Changes in Minnesota. 
Thé Minnesota Railroad & Warehouse 

Commissiéfh recently approved the applica- 

tion of the Northwestern Bell Telephone 








Co. for authority to change its present 
exchange boundaries at Beaver Bay and 
Grand Marais, and to discontinue its 
present exchange at Little Marais and 
establish exchanges at Tofte and Hov- 
land; also for permission to put into effect 
a net rate of $1.75 per month for the 
multi-party line service at its Beaver Bay 
exchange, and the proposed schedule of 
rates for all new classes of service at 
Peaver Bay, Tofte, Hovland and Grand 
Marais. 


The Beaver Bay exchange and certain 
toll lines connected with it were purchased 
by the Northwestern Bell Telephone Co. 
from the Arrowhead Telephone Co. in 
1928; the Little Marais exchange and the 
Grand Marais exchange and certain toll 
lines were purchased from the Interna- 
tional Telephone Co. the same year. After 
the Northwestern Bell purchased these 
exchanges and toll lines it rebuilt the toll 
lines and established high grade toll serv- 
ice to and from all points along the north 
shore of Lake Superior at which it op- 
erated exchanges or toll stations. The 
3eaver Bay exchange is now serving 37 
stations, Little Marais, 30 stations, and 
Grand Marais, 275 stations. 

In order to furnish a more satisfactory 
service and correct overlapping and over- 
loading of lines that now exist, the North- 
western Bell proposes to increase the num- 
ber of circuits, to install exchanges at 
Tofte and Hovland, and discontinue its 
exchange: at Little Marais. It also plans 
to metallicize all the lines, furnish a 24- 
hour service and reduce the number of 
stations on each circuit. 

The Northwestern Bell introduced testi- 
mony at the hearing showing that during 
1929 it had failed by approximately $1,500 
to meet its operating expenses at the 
Beaver Bay exchange, and that under the 
proposed rates it would still fail to meet 
its operating expenses. With the contem- 
plated additions and improvements to this 
exchange, the book cost of the plant now 
in service for furnishing local service at 
Beaver Bay will be approximately $5,000. 

Under the proposed rates at the ex- 
change to be established at Hovland, the 
telephone revenues will fail by. approxi- 
mately $700 annually to meet the operating 
expenses, according to evidence given. The 
cost of establishing an exchange at Hov- 
land is estimated at $3,595. 

The proposed schedule of rates for the 
Tofte exchange will cause the company to 
fail to meet its operating expenses by 
about $1,129, as the cost of establishing 
this exchange will be approximately $6,500. 
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The commission decided that the present 
method of operating these exchanges js 
unsatisfactory and results in poor service; 
that the exchange at Little Marais should 
be discontinued and telephone exchanges 
established at Tofte and at Hovland, and 
that the exchange boundaries should be 
changed; also that the standard toll rates 
now on file with the commission should 
apply to messages between the exchanges 
and other points, and that the petitioner 
should furnish 24-hour service. 

The commission decided the rates ap- 
plied for are fair and reasonable insofar 
as the patrons and subscribers of the 
Northwestern Bell are concerned, and will 
yield no return to the company upon the 
book cost of the property used and useful 
in furnishing the service. 


Rural Service Does Not Justify 
Increased Rates. 

The Oklahoma Corporation Commission 
has denied the application of the Standard 
Telegraph & Telephone Co. for an increase 
in rates at Strong City. Present rates are 
$2.50 per month for business and $1.50 a 
month for residence telephones, with 25 
cents a month additional for supplying 
desk set. 

The commission found that the present 
depreciated value of the Strong City ex- 
change is $4,833 and that present revenue 
available for interest and depreciation is 
$296.29. 

While the net revenue is not sufficient to 
constitute a fair return for interest and 
depreciation upon the value shown, the 
commission holds that the testimony does 
not justify granting an increase, for the 
reason that the rural telephone service sur- 
rounding Strong City has been neglected 
until at the present time it is out of pro 
portion to the other service which is at- 
tempted to be rendered. The commission 
finds that Strong City, being a rural com- 
munity, is entirely dependent upon rura 
support. 


Taxicab Companies Ask for Prac- 
tically Same Name Listing. 

Officials of the Southwestern Bell Tele 
phone Co. were recently confronted with 
a peculiar situation when two parties ™ 
Shawnee, Okla., asked to be listed under 
practically the same name in the compaty* 
local directory. The telephone people wer 
in doubt as°to which company should be 
listed and asked the Oklahoma Corpor 
tion Commission to determine the mattet 

It appears that a few days prior to the 
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fling of an application of the Blue Bird 
Cab Co., Inc., for telephone service in 
Shawnee, J. A. Epperson also applied for 
4 listing in the Shawnee telephone direc- 
tory under the name of the Blue Bird Cab 
Co. 

The commission set the case for a hear- 
ing but Mr. Epperson failed to appear. 
So the commission holds that the Blue 
Bird Cab Co., Inc., is entitled to the list- 
ing. The commission, however, does not 
attempt to settle any question as to the 
right of the companies to use almost 
exactly the same names. 


Petition Filed on Sale of Cedarville 
Company to Ohio Bell. 

Specifying a sale price of $25,800, the 
Cedarville Telephone Co., an Independent 
exchange at Cedarville, Ohio, and the 
Ohio Bell Telephone Co. filed a petition 
with the Ohio Public Utilities Commis- 
sion in Columbus on August 8 seeking the 
sale of the physical property of the Cedar- 
ville utility to the Ohio Bell company. 

The Cedarville company has been op- 
erating about 400 telephones, and was in- 
ccrporated July 17, 1900. 
ago it was sold to other interests in Troy, 
Ohio. 


The present board of directors of the 


Several months 


Cedarville company is composed of Mrs. 
J. W. Safford, H. M. DeGroff, A. C. Jor- 
dan, J. W. Safford and K. E. Merilees. 
Nebraska Commission Authorizes 

Increase for Lincoln Company. 

An increase in rates applied for by the 
Lincoln Telephone & Telegraph Co. at its 
exchanges at Hastings, Glenvil, Hansen, 
Juniata, Pauline and Prosser has been 
granted by the Nebraska State Railway 
Commission. The exchanges in the terri- 
tory are listed as the Hastings zone and 
have interchangeable service, with approxi- 
mately 4,980 subscribers. 

The new rates are expected to yield an 
annual income of nearly $38,000, which is 
approximately 6 per cent in earnings. Net 
earnings of the company last year were 
less than 1 per cent, although in previous 
years the figure had amounted to more 
than 8 per cent. 

The following increases were granted at 
the Hastings exchange.: Business, 
party, $4.50 to $5.50; business, two-party, 
$3.75 to $4.25: residence, one-party, $2 to 
$2.75; residence, two-party, $1.75 to $2.25; 
residence, ten-party, $1.75, no change. 

Rates at the Glenvil, Hansen, Juniata, 
Pauline and Prosser exchanges are in- 
creased as follows: Business, one-party, 
4 to $5; business, two-party, $3.50 to 
4.25; residence, one-party, $2 to $2.50; 
residence, two-party, $1.75 to $2.25; resi- 
dence, ten-party, remains $1.75. 

Prior to 1915, Hastings was served by 
two exchanges, the Hastings Independent 
Telephone Co., which gave automatic serv- 
ee, and the Nebraska Telephone Co., 


one- 
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“Telephony’s” Engineering Data 
Sheets Prove Useful. 

The engineering data sheets appear- 
ing weekly in TELEPHONY are con- 
sidered very useful by men in the tele- 
phone operating field. In a recent letter 
H. S. Poage, of the Northern Kentucky 
Telephone Co., with headquarters at 
Augusta, Ky., forwards an order for 
binders, and adds: 

“I think this idea a great one. The 
information contained in the sheets is 
not only very interesting but very val- 
uable to anyone connected with tele- 
phone work. I wish to preserve them 
for reference.” 

A complete file of these data sheets 


will prove helpful to every telephone 
exchange. 





which provided manual common battery 
equipment. With these companies in com- 
petition, there were many duplicate tele- 
phones. Exchanges in the five villages 
were divided between the two firms. When 
all were purchased by the Lincoln Tele- 
phone & Telegraph Co., both properties 
were consolidated with headquarters at 
Hastings, and free service between Hast- 
ings and all the villages was granted. 

Duplicate equipment was removed and 
pole lines were consolidated, providing 
subscribers with service from one tele- 
phone at much lower cost than from two, 
besides access to all telephones in the sys- 
tem, the cost of which was included in the 
exchange rates. 

“Under these conditions it is proper 
that the public should bear a portion of 
the expense,” the commission says. 

The commission says the book figure of 
$580,174, which is the average plant in 
service December 31, 1929, should fairly 
reflect the actual cost to the company at 
the time of the hearing held recently. 
Depreciation caused by the consolidation 
ef units is abnormal, but the benefits to 
the public both in rates and service gen- 
erally are in proportion to the losses ex- 
perienced. 

Inventory and appraisal of the physical 
property in the zone as of February 1 was 
offered, showing reproduction new in the 
sum of $843,996, and the same less depre- 
ciation to the amount of $752,769. Fixed 
investment only is shown to be $741,465 
reproduction new, and 
$650,156. 

The order, commenting upon deprecia- 
tion, uses a total of $605,397, including 
working capital and excluding going con- 
cern, as the estimated value of the fixed 
property plus working assets, 


less depreciation, 


for com- 


parison with the book figure, which on 
January 1 was $582,550. The latter amount 
is expected to be increased by additions 
and improvements worth 
921 altogether. 

The net available for return on cost of 


28,371, or $610,- 


29 


plant and equipment in service in 1920 was 
2.63 per cent. This increased to 8.15 per 
cent in 1924, and declined rapidly in 1927 
and 1928 to approximately 4 cent, 
while 1929 shows less than 1 per cent. 
Estimated 


per 


reproduction new value of 
the property, less depreciation and not in 
cluding going concern, is somewhat higher 
than the book value of the property and 
the book cost of the same property before 
the proposed additions and betterments are 
included. Under these conditions, the com- 
mission said, it did not consider it neces- 
sary to find the fair value of the property 
for rate-making purposes, as the rates pro- 
posed in the application will not yield to 
exceed 6 per cent. The 
effective October 1. 


new rates are 


South Carolina Supreme Court 
Rules on Refusal of Service. 

The South Carolina Supreme Court on 
July 16 handed down a three to one deci 
sion, with a dissenting opinion, which held 
that a telephone company does not have 
the right to refuse long distance service 
to a subscriber when he offers to pay 
toll charges in advance, even though his 
service discontinued because he 
failed to pay disputed bills for local and 
long distance calls. 


has been 


The decision was an action on the part 
of M. H. O'Neal 
Public Service 


against the Citizens 
Co. of South Carolina, a 
corporation, for damages alleged to have 
been sustained by Mr. O’Neal by reason 
of the discontinuance of his telephone ser- 
vice in October or 1928, and 
also for refusal thereafter to permit him 
to use the long distance pay stations which 
were operated by the Citizens company. 

It is alleged that in October or Novem 
ber, 1928, the telephone company, through 
its agent and manager W. F. Sanders, in 
the presence of a number of people, pre- 
sented a telephone bill to Mr. O’Neal in 
the office of the Western Union Telegraph 
Co., and that he 
statement of 


November, 


itemized 
the charge on the bill for 
the purpose of checking it. The amount 
of the bill was approximately $30. 

At the time Mr. O’Neal complained that 
he was being charged for 


requested an 


which 
was not rendered to him on account of his 
telephone being out of commission. Mr. 
Sanders, the agent and manager of the 
company, admitted that the bill 
correct and Mr. O’Neal offered to pay 
50 per cent of the bill and pay the bal- 
ance when settlement could be effected. 
Mr. Sanders refused to do this, notifying 
Mr. O’Neal that unless the bill was paid 
ut once the telephone would be cut off. 
It is alleged that Mr. O’Neal went to 
«regular pay station and attempted to put 
in a long distance call for which service he 
was ready to pay the toll required in ad- 
vance. The call was refused and Mr. 
Sanders, the agent of the company, ad- 
mitted that he had given instructions not 
to permit Mr. O’Neal the use of the pay 


service 


was not 


stations. It was charged such acts on the 
part of Mr. Sanders were discriminatory 
and in violation of the rights of Mr. 
O’Neal. 

On another occasion it is alleged that 
Mr. O’Neal attempted to put in a call 
for Savannah stating that the call was im- 
portant, this call being placed in through 
the Hampton Banking Co. and OK’d by 
Mr. Gifford, the cashier, but this call was 
also refused. 

Mr. O’Neal charged that all of the acts 
mentioned were to his great damage and 
were wilful, negligent, and conscious in- 
vasion of his rights and prayed for the 
sum of $3,000 as damages. 

The answer of the telephone company 
admitted its corporate existence and denied 
each and évery other allegation in the 
complaint. 

It will be seen from the foregoing that 
the complaint contained a two-fold cause of 
action, one being based on the alleged im- 
proper discontinuance of his telephone 
service when there was then pending a dis- 
puted bill; the other for the refusal of the 
Citizens Public Service Co. to permit Mr. 
©’Neal to use the pay stations upon offer 
to pay the toll in advance. There was no 
question made by the company that these 
causes of action were not properly united. 

“The law in South Carolina,” the ruling 
stated, “is that a public service corporation 
has no right to refuse service to a person 
or to discontinue his service when there is 
then pending a legitimate dispute as to the 
correctness of the bill rendered. The court 
has held that mandamus is an appropriate 
remedy in cases of this character. 


“The court has further laid down the 
rule that where the bills are admittedly 
correct, it is the duty of the subscriber to 
pay such just bill, and the public service 
ccrporation has a perfect right to discon- 
tinue service under such conditions.” 

Justice Cothran dissented from the 
majority opinion on the main question in 
this appeal as to whether a_ telephone 
company has the right to deny to one of 
its subscribers the service of a long dis- 
tance pay station, upon his tender of the 
cash toll, when such subscriber is in ar- 
rears for the ordinary telephone service 
and also for long distance calls. 

Judge Cothran said that this is not like 
a case in which a citizen who had no pre- 
vious relation with the telephone company, 
was refused service at a pay station when 
he tendered the required toll; or in which 
he was indebted to the company upon an 
entirely different transaction. 

It is a well-known fact that a subscriber 
who has a telephone in his home or in his 
office, has the privilege of calling “long 
distance’ from his private telephone, and 
of having the toll charged to his telephone; 
it is an incident of his relation with the 
telephone company, a right which he has, 
and one which is forfeited for the time 
being by his failure to pay “just and recent 
bills,” upon demand. 
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After his service has been properly dis- 
continued by reason of his refractory con- 
duct, which included local and long dis- 
tance calls, he has no right to a resump- 
tion of it until he has complied with the 
reasonable condition of paying his arrear- 
age. 

Justice Cothran held that to permit the 
recalcitrant patron to demand service even 
at a pay station, is to permit him to evade 
his obligation to settle all past bills grow- 
ing out of his relation to the telephone 
company and to deprive the company of 
essential means of collecting its revenue 
for its own protection and to enable it to 
respond to its public obligations. 

“The service at a pay station,” he de- 
clared, “was but a substitute for the ser- 
vice from the plaintiff's home telephone ; 
he had no right to claim it as long as the 
same service from his home telephone had 
been, as hypothetically stated, rightly dis- 
continued.” : 

The principle deduced from cases pre- 
viously decided by the court is that a pub- 
lic service corporation has no right, by 
coercion, to insist upon the payment of 
an honestly-disputed bill as a condition of 
supplying or continuing the utility; but 
where the bill is undisputed, as it is hypo- 
thetically assumed in the present case, it 
has that right. 

“I think,” said he, “that the circuit 
judge should have submitted to the jury 
the question whether the unpaid bill was 
recent and just; and should have charged 
that if it contained credit items for long 
distance calls which the plaintiff had put 
in from his home telephone and which he 
refused to pay, the defendant had the right 
to refuse him any service whatever, local, 
long distance or pay station, until his bill 
had been paid.” 





Summary of Commission Rulings 
and Schedule of Hearings. 


INTERSTATE COMMERCE COMMISSION. 

August 19: Hearing at Washington, 
D. C., on joint application of the Thumb 
Telephone Co. and the Michigan Bell 
company to acquire the telephone proper- 
ties of the Thumb company, which oper- 
ates exchanges at Port Sanilac and Apple- 
gate, Mich. 

August 19: Hearing at Washington, 
D. C., on application of the New England 
Telephone & Telegraph Co. for authority 
to acquire control of the Orange County 
Telephone Co. in the state of Vermont, by 
purchase of capital stock. 

The toll lines of the New England com~ 
pany now connect, with those of the Or- 
ange County company, for handling long 
distance messages. 

August 19: Hearing at Washington, 
D. C., on application of W. T. Conway 
and A. J. Nelson, doing business as the 
Haileyville Telephone Co., Haileyville, 
Okla., and the Southwestern Bell Tele- 
phone., for authority by the Southwestern 
Bell company to acquire the telephone 
properties of the Haileyville company, for 
the sum of $13,500. 

CALIFORNIA. 

August 21: Application filed by Lower 
Lake Farmers’ Telephone Association and 
the Pacific Telephone & Telegraph Co. for 








Vol. 99. No. 9. 








authority for the former to sell its tele- 
phone system in the town of Lower ‘ake 
and vicinity, Lake County, to the latter 


corporation for the sum of $500. The Pa- 

cific company proposes to merge the asso- 

ciation’s system with its own system inder 

rates, rules and regulations applicable to 

similar territory on the Pacific system. 
INDIANA. 

August 15: Petition dismissed oi pa- 
trons of Advance Telephone Co. asking 
reduction in telephones rates. 

August 15: Application approved of the 
Home Telophone & Telegraph Co., Fort 
Wayne, authorizing the issuance of $500,- 
000 of securities. 

August 16: Manager Fred M. Lantz, 
of the United Corp. filed affidavit setting 
out that improvements have been made at 
the company’s Flora exchange and a new 
rate should be allowed. Ruling on the rate 
increase had been withheld by Commis- 
sioner J. West, pending the improvements. 

KANSAS. 

August 8: Application filed by Mrs. Es- 
sie Wright for authority to operate a tele- 
phone exchange at Beaumont. Mrs. Wright 
recently purchased the exchange from M. 
E. Davis. 

MINNESOTA. 

August 15: Indeterminate permit issued 
to the Woodlake Rural Telephone Co. to 
operate at Woodlake. It recently. surren- 
dered its village permit. 

MICHIGAN. 

August 15: Permission granted the Wol- 
verine Home Telephone Co., of Imlay, 
to change its method of billing. After 
September 1, bills will be required to be 
paid monthly in advance. 

MissourI. 

August 15: Order issued requiring the 
Southwestern Bell Telephone Co. to file 
its second revised sheet 1, replacing first 
revised sheet 1, application of business and 
residence rates to be charged for service 
in college fraternity houses. 

The new sheet to be filed will contain 
the following: “Business rates to apply in 
college fraternity houses where the mem- 
bers lodge, or lodge and board within the 
house.” 

August 15: Application filed by the 
Middle States Utilities Co. of Missouri for 
permission to abandon its exchange at 
Goshen. 

August 15: Order issued approving ap- 
plication of the Andrew County Mutual 
Telephone Co. for permission to discon- 
tinue its exchange at Nodaway, Andrew 
county. 

NortTH CAROLINA. 

August 14: Continued hearing on the 
petition of the Fremont Telephone & Tele- 
graph Co. to make the Carolina Telephone 
& Telegraph Co. provide a physical con- 
nection between the two companies at Wil- 
son. 

At the hearing it was brought out by 
attorneys of the Carolina company that an 
order was also wanted for permission to 
make a change in routing of messages s0 
that the Fremont company would get 4 
larger percentage of tolls than it now fe 
ceives. 

NortH Dakota. 

August 14: The Dakota Central Tele- 
phone Co. authorized to establish 24-hour 
service and to increase exchange rates al 
Strasburg; also to close its Hague ¢x- 
change, the subscribers of which will be 
taken.over by the Strasburg exchange. 


OnIo. 

August 15: Cincinnati & Suburban Bell 
Telephone Co. authorized to modify 1% 
rate schedules so that rural subscribers 
may continue having telephone  servitt 


upon payment of one-third the regular 
(Please turn to page 36.) 
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Minnesota Town’s Telephone Service 


Fire Wrecked the Telephone Building of Blue Earth Valley Telephone Co., 
of Winnebago—Temporary Long Distance Hookup—New Equipment Installed 
and Capacity of Switchboard—Prosperous Farming Conditions at Winnebago 


By Jay Houghtaling, 


Representative, Kellogg Switchboard & Supply Co., Chicago 





Listed among the  unfor- 
tunate events in the city of 
Winnebago, Minn., during 1929, 
is the fire that caused the loss 
of $150,000 in one of the busi- 
est centers of the city. The fire 
was discovered by one of the 
citizens who called the night 
operator of the Blue Earth Val- 
ley Telephone Co. After noti- 
fying the manager, D. Craw- 
ford, the operator, Miss Esther 
Wright, remained at her post 
until every fireman had been 
even though the 
room was filled with suffocat- 
ing smoke. 

The basement and stairway 
were already in flames and to 
remain any longer was danger- 


summoned, 








ments to temporarily rent a 
magneto switchboard. This board 
was placed in new quarters and 
used until a new Kellogg three- 
position, common battery mul- 
tiple switchboard was installed. 
The new board has an ultimate 
capacity of 1,600 common bat- 
tery local lines, wired for and 
equipped with 360 common bat- 
tery local lines at the present 
time, 20 magneto toll lines and 
40 magneto rural lines. 
Position No. 1 
for toll service and 
Nos. 2 and 3 for 
rural The 
arranged for 


is arranged 
positions 
local and 
service. cord cir 
cuits are 
matic 


auto- 


ringing with revertive 





ringing tone on common bat- 





ous. Being assured that there was 
no other alternative, the oper- 
ator thoughtfully called her 
mother, saying she then 
and bravely climbed through a 
broken window, and down a dizzy ladder. 
The faithful and brave operator was still 
wearing her headset, the only piece of 
telephone property saved. 

Mr. Crawford reached the exchange 
just in time to rescue the records and cash 
box. 


was 
leaving, 


W. A. Eckles, president and 
manager of the company, 


general 
soon arrived 
from Blue Earth and arrangements were 
made for temporary quarters in the lobby 
of the town hotel. Within a few hours 
his force of workmen had connected toll 
limes to Minneapolis and Saint Paul, and 


as 


The New Kellogg Switchboard Installed at Winnebago, Minn., by 
the Blue Earth Telephone Co., Has An Ultimate Capacity of 1,600 


Common Battery Lines. 


a little later had all toll lines leading into 


the city hooked up and in_ operation. 
Within 24 hours, local business houses 
were connected with the long distance 


lines. 

The Winnebago Community Club called 
a meeting to discuss the question brought 
up by Mr. Eckles regarding the purchase 
of new equipment that would give im- 
proved service at higher rates. The busi- 
ness men were soon convinced of the need 
for this up-to-date service and agreed to 
pay a higher rate 
service. 


for common battery 


Mr. Eckles immediately made arrange- 














All cord cir- 
cuits, with the exception of the 
Pro- 


two-party 


tery connections. 


toll cord, are universal. 
made for 
divided circuit ringing. 

The citizens of Winnebago, as well as 
the telephone company, are very proud of 
their modern common battery service. 
Winnebago is a thriving city of approxi- 
mately 2,000 in population, situated in the 
heart of Minnesota’s corn belt. It is lo- 
cated in Faribault county, 40 miles north- 
west of Albert Lea. The Chicago, Mil- 
waukee & Saint Paul and the Chicago, 
Saint Paul, Minneapolis & Omaha rail- 
roads serve the town. 

That it is primarily a farming commu- 
nity can be seen by the types of industries 
located in Winnebago. 


vision is 


There are three 
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Old Tel, Phone Building of the Blue Earth Telephone Co., Winnebago, Minn., As It Looked Immediately After Fire—View of Tem- 
porary Toll Quarters in Lobby of Town Hotel Following Fire in the Telephone Building at Winnebago. 
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large companies operating a canning, a 
produce, and a creamery plant, and all 
are doing splendid business and employ- 
ing many people. Thousands of acres in 
the vicinity are devoted to the raising of 
peas and corn which give the canning com- 
pany plenty of work to do and add to the 
progressiveness of the community. 
Prosperous conditions of the creamery 
and produce companies indicate that 
dairying and poultry have an important 
place in the farmer’s program. Among 
some of the other industries are a brick 
and tile plant, flour mill and nursery. 
The two newspapers in Winnebago, one 
of which was established in 1865 and the 


other in 1893, recently combined all 





TELEPHONY 


their facilities and efforts into one unit. 

The Blue Earth Valley Telephone Co. 
was started in 1895 by W. Z. Haight, and 
operated small exchanges at Winnebago, 
Wells and Blue Earth, Minn. Later these 
towns were all connected by toll lines and 
the lines were extended to Mankato, Fair- 
mount and other points. Sometime later 
this company was taken over by a stock 
company of which W. D. Hodgman was 
secretary and manager. 

In a few years A. W. Calvin purchased 
the controlling interest and sold the toll 
lines to the Bell company. In 1913 D. W. 
Gretorex and his brother-in-law, W. A. 
Eckles, bought the majority of stock in 
the Blue Earth Valley Telephone Co. 


Vol. 99. No. 9, 





until Mr. 


continued 
Gretorex died in 1923 and Mr. Eckles ac- 
quired the controlling interest. 

This company now owns exchanges in 
Elmore, Wells, Blue Earth as well as at 
Winnebago with an approximate total of 
2,200 common battery and magneto sub- 


This arrangement 


scribers and 1,200 farmer mutual sub- 
scribers. 

The Winnebago exchange serves the 
towns of Winnebago, Huntley and _ the 
surrounding territory and at present has 
over 400 common battery subscribers and 
close to 400 rural stations. W. A. Eckles, 
of Blue Earth, is president and general 
manager, and David Crawford is the local 
manager of Winnebago. 








With the Manufacturers 


and Jobbers 








Compact Rectifier Power Unit 
to Eliminate Batteries. 


In many places where small quanti- 
ties of direct current are required and 
alternating current is available, pri- 
mary or storage batteries may be re- 
placed profitably, it is stated, by a 
small power unit, manufactured by 
the Fansteel Products Co., Inc., North 
Chicago, Ill. This compact, low- 
priced unit is said to successfully 
operate local telephone transmitters, 
annunciators, call systems, or other 
equipment ordinarily dry-cell operated. 














Built into a steel case for shelf or 
wall mounting, the unit consists of a 
transformer, a full-wave electrolytic rec- 
tifier using non-corroding tantalum as the 
rectifier metal, an effective filter circuit that 
prevents hum in telephone circuit, and an 
adjustable resistance unit with which to 
regulate output. 

The secondary of the transformer is 
tapped, and binding posts are provided to 
deliver one-half ampere at six volts, or 200 
milliamperes at 12 volts. 

The output circuit is so arranged that 
power for annunciators or call circuits is 
taken from the rectifier ahead of the 
filter, while telephone pcwer is_ taken 
thrcugh the filter. 

The transformer with which the unit is 
equipped is normally for 115-volt, 60-cycle 
primary, but transformers of other volt- 
age or frequency may be substituted. 
American Electric Announces Re- 

duction in Drop Wire Prices. 

A letter sent to the telephone trade last 
week by American Electric Co., Inc., Chi- 
cago, announced new low prices on “Cop- 
perweld” drop wire. General Sales Man- 
ager R. W. Siemund explained that these 
reductions were due to economies resulting 
from the recent increased production of 
“Copperweld” and also to the recent low 
levels of copper prices. 





Small Fansteel Rectifier Power Unit. 


Advertising in Kansas City Direc- 
tory Sold by Specialists. 

On May 1, 1930, the men in the accom- 
panying group photograph completed the 
canvass of the Greater Kansas City tele- 
phone directory for the Southwestern Bell 

















Telephone Co. This group is a part of 
the sales force of the Telephone Directory 
& Advertising Co. To them and J. P. 
White, who directed their activities, be- 
longs the credit for the substantial adver- 
tising revenue increase in the director) 
During the 16 weeks of the canvass, 18,500 
business contacts were made. 

The new Kansas City directory conforms 
to the vertical plan, which is now used as 
a standard for all the classified business 
directories of the Bell telephone compa- 
nies. The buying information in this new 
directory, which is arranged according to 
the standard form, is being welcomed in 
Kansas City as a quick and convenient 
buyer’s guide to 150,000 telephone users. 

The sales organization of the Telephone 
Directory & Advertising Co. is made up 
of men who are specialists in their line 
and conversant with telephone operating 
practices. They are well equipped to rep- 

(Continued on page 35.) 















Members of Sales Force of the Telephone Directory & Advertising Co. Who Canvassed 


for Advertisements for the Greater Kansas City Telephone Directory. 
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August 30, 1930. 


(Continued from page 32.) 
resent telephone companies in a manner 
that will build up public good will for the 
companies, as well as improve their direc- 
tories materially from the standpoints of 
neatness, convenience and revenue. The 
main office of the company is located in 
the Telephone Building, Kansas City, Mo., 
with branch offices in Wichita, Kans., and 
Chicago, Ill. 

“Old-Timers” Open Stromberg- 
Carlson Indoor Baseball League. 
The Stromberg-Carlson Indoor Base- 

ball League cannot be opened unless the 

“old-timers” show the youngsters how the 

game is played. The league was recently 
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Snapshots Taken at Opening of the Strom- 
berg-—Carison Indoor Baseball League. 


opened and the “old-timers” once more 
took their positions for an inning. 

The accompanying snapshots show 
plenty of action. At the top, Ralph Gar- 
diner, a foreman in the telephone depart- 
ment, is at bat with Sidney Beyland, gen- 
eral superintendent, doing the catching and 
Charles Fitzmorris, of the employes’ re- 
lations department, umpiring. 

In the center, left to right: Wesley An- 
gle, vice-president and secretary, is seen 
guarding the initial sack; W. Roy Mc- 
Canne, president and general manager, is 
pitching a hot one across the plate; and 
E. A. Hanover, vice-president in charge 
of production, covering the territory 
around third base. Frank C. King, man- 
ager of the Scoville Mercantile Co., 
Stromberg-Carlson representative in At- 
lanta, Ga., is seen playing second base. At 
the bottom, Frank Carr, manager of the 
cost department, is batting. 


Telephones in Large Office Build- 

_ ings in Detroit, Mich. 

Six of the great office buildings of De- 
troit, Mich. have a total of more than 
10,000 telephones, as follows: General 
Motors 3,428; Penobscot, 2,478; First Na- 
tional I-ank, 1,817; Union Trust, 1,473; 
Telephone building, 1,335; Fisher, 1,112. 


NEVER 
‘BREAKS. -- 
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NATIONAL SLEEWE JOINTS 


F you want to do the important job of mak- 

ing line joints in the best, quickest, and 
most economical way, use National Splicing 
Sleeves. 


With “Nationals” you actually do the work quicker 
than with any other method of making a joint, saving 
installation time. Experience has proven and records 
show that more joints can be made per day with 
National Sleeves than with any other form of con- 
nectors or any other method of making a joint. 


A National Sleeve joint once made is made for all 
time, for they have great tensile strength and dur- 
ability. When twisted National Sleeves are drawn so 
tightly and snugly around the conductor that they 
form practically a welded joint. 

These little splicing sleeves mean much to con- 
struction and maintenance men everywhere. You will 
find them the most scientific, uniform method of mak- 
ing line joints. 

Write today for samples, prices 
and full information 



























































































































































National Double Tube 
Sleeves, Sizes 17 B & 
S to 4/0 B & S Strand 




























The NATIONAL TELEPHONE 
SUPPLY COMPANY 


5100 Superior Ave. Cleveland, Ohio 
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WHAT THE COURTS AND 
COMMISSIONS ARE DOING. 
(Continued from page 30.) 
monthly charge when due, the remainder 
to be paid in two equal installments when 

they are able to do so. 

August 15: The Ohio Bell Telephone 
Co. authorized to buy, for $25,000, the 
plant of the Cedarville Telephone Co. The. 
transfer of property becomes effective on 
August 31. 

August 20: The Newark Telephone Co. 
filed an application asking authority to is- 
sue 10 shares of common capital stock of 
no par value. The application was a for- 
mality, the stock in question being part of 
a previous issue not yet put out. 

* OKLAHOMA. 

August 15: Order issued denying appli- 
cation of the Standard Telephone & Tele- 
graph Co. for increase in rates at Strong 
City. 

August 15: The Southwestern States 
Telephone Co. authorized to purchase and 
operate telephone exchanges of the Binger 
Telephone Co. at Binger, Cement Tele- 
phone Co. at Cement, Fort Cobb Telephone 
Co. at Fort Cobb, Rocky Telephone Co. 
at Rocky, Stonewall Teiephone Co. at 
Stonewall, Sweetwater Telephone Co. at 
Sweetwater, and Tipton Telephone Co. at 
Tipton. 

August 18: The Southwestern Bell Tele- 
phone Co. ordered to list the Blue Bird 
Cab Co., Inc., in its directory of Shawnee 
opposite such number as may be available 
and to supply telephone facilities to that 
company in Shawnee. 

September 3: Hearing on.application of 
city of Fairfax for investigation and ad- 
justment of rates of Oklahoma Telephone 
Co. in Fairfax. 


ALTON BATTERIES 


ARE IN USE IN 
GRENADA 
INDIA 
ITALY 
MALAYA 
MALTA 
MANCHURIA 
NEW ZEALAND 
NYASALAND 
PERU 
PORTUGAL 


AND OTHER COUNTRIES 











ALION Se 


Cables:—BATTERY, ALTON, ENGLAND 
Codes:—6th Ed., ABC and BENTLEY’S 


Representatives in Australia: 


MESSRS. AUTOMATIC TELEPHONES, LTD.. 
SYDNEY 





TELEPHONY 


September 3: Hearing on application of 

J. H. Geeslin, et al., requiring United Tele- 

phone Corp. to re-establish telephone ser- 

vice into the Watonga exchange. 
WISCONSIN. 

August 14: The Wisconsin Telephone 
Co. filed a petition for permission to in- 
crease its rates at Madison. 

Rates asked for rural service are $3 for 
a business telephone within six miles of 
the local exchange, and $2.50 for a resi- 
dence telephone within the same area. 

Ten business firms signed petitions cir- 
culated by the company signifying that 
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they approved an increase in rates because 
the utility has promised to make improvye- 
ments in local equipment. 

Here is the schedule asked: 

One-party business line, $7.25; two-party 
business line, $6.25; one-party residence, 
$3.50; two-party residence, $3.00; and four- 
party residence, $2.50. 

September 3: Hearing at Manitowish 
on the application of the Spider Lake Telo- 
phone Co. for authority to increase rates. 

September 3: Hearing at Ashland on 
application of North Wisconsin Telophone 
Co. to increase its rates. 


Condensed Telephone News 


Companies Are Urgently Requested to Forward to Us Promptly 
News Concerning Construction, Rebuilding, Financing, Election 
of Officers, Sales and Purchases of Exchanges or Other Activities 


New Incorporations and New 
Telephone Companies. 

Dover, Det—The Minnesota & Dakota 
Telephone Co., of Dover, Del., has filed 
incorporation papers to carry on a tele- 
phone and telegraph business. It is capi- 
talized at $10,000,000. The incorporation 
papers were filed by the Corporation Trust 
Co. 

BREMEN, Inp—The Bremen Telephone 
Corp. has been incorporated with a capita! 
stock of 1,000 shares, no par value. The 
incorporators are Charles E. Koontz, Elva 
J. Koontz and Lester E. Koontz. 

The company will generally carry on the 
business of transmitting and broadcasting 
communications, and will render both local 
and long distance service. 

Franchises. 

BLooMINGTON, ILL.—A franchise for op- 
erating the telephone exchange of the 
Kinloch-Bloomington Telephone Co. for 25 
years was recently granted by the city 
council by a vote of eight to five. Enact- 
ment of the franchise is understood to 
mean that the company will erect a build- 
ing and install automatic equipment costing 
$100,000 at East and Market streets within 
about 18 months. 

Elections. 

New York City, N. Y.—Winthrop W. 
Aldrich has been elected a director of the 
American Telephone & Telegraph Co. to 
succeed W. Cameron Forbes, who re- 
signed when he became Ambassador to 
Japan. Mr. Aldrich is a partner in the 
law firm of Murray, Aldrich & Webb. 


For years he has been identified with the ~ 
He is a. 


Rockefeller financial interests. 
brother-in-law of John D. Rockefeller, Jr. 
Construction. 

Eureka, Irt.—The Eureka Telephone 
Co. has been making extensive improve- 
ments in its plant, having removed 100 
telephone poles and installed 5,280 feet of 
new underground cable. C. F. Melick is 

manager of the Eureka company. 

Boston, Mass.—At its regular monthly 
appropriation meeting held on August 19 
the executive committee of the New Eng- 
land Telephone & Telegraph Co. authorized 
the expenditure of $1,519,371 for new con- 
struction and improvements in plant nec- 
essary to meet the demand for service. 
Including this authorization, the specific 
commitment of the company for plant ex- 
penditures this year is $35,241,812. 

For Maine the appropriations aggregate 
$100,621; New Hampshire, $54,809; Ver- 
mont, $31,342; Massachusetts, $1,142,280; 
Rhode Island, $190,319. 


Of the amount just authorized, $151,585 


were appropriated for central office equip- 
ment, $122,805 for exchange lines, $104,667 





for station equipment, and $1,137,117 to 
cover the total cost of hundreds of routine 
additions to plant in all parts of the com- 
pany’s territory during September. 

Detroit, Micu.—Directors of Michigan 
Bell Telephone Co. this month approved 
expenditures of $1,972,000 for new con- 
struction, of which $1,404,000 is for De- 
troit, and $568,000 for balance of the state. 

Including estimates approved at pre- 
vious meetings this makes a total so far 
this year of $18,919,000; divided, approxi- 
mately $7,364,000 for Detroit and $11,555,- 
000 for rest of the state. 

Miami, Oxta—The Southwestern Bell 
Telephone Co. has practically completed 
improvements here costing approximately 
$52,000. These include placing of under- 
ground cable in conduit in the business 
section, installation of cable on poles in 
the outlying sections, setting more than 100 
poles, and stringing about 12 miles of cop- 
per wire. Work on rebuilding the system 
was begun early in 1929. 

Bryan, TExas.—The Southwest Tele- 
phone Co. has completed plans for extended 
improvements and enlargements of its 
plant, according to Ben H. Noel, manager. 

Extensions will be made in the congested 
areas in Bryan, in the outskirts of the city 
and into the rural districts. Improvements 
will be made in the trunk lines leading to 
the A. & M. College. The College Park 
plant will be rebuilt and a toll lines built 
to Caldwell. 

DaLHART, TEXAS.—Construction on the 
new building of the Standard Telephone 
Co. of Texas was begun recently and will 
be rushed to completion within 60 days, 
according to Mills Roberts, district mana- 
ger. 

The company also has 850 telephone 
poles set and has about 13 miles of cable 
and other material on hand for use m 
changing over to the new plant as soon as 
the building is completed. 

Miscellaneous. 

Bou.per, Coro.—The Mountain States 
Telephone & Telegraph Co. recently ad- 
vised the city council that it wished to 
withdraw its petition for an increase i 
rates on certain classes of service. Com- 
pany officials stated they did not want to 
impose any financial burden on the people 
while the general business depression 
existed. 

Dawson, Ga.—All assets of the Dawson 
Telephone Co. have been transferred 0 
the Georgia Continental Telephone C0. 
which will operate the Dawson exchange 
as well as exchanges in 20 other cities and 
towns in Georgia. The new company, 
which is incorporated in Georgia with 4 
capital of $750,000, will have its headquat- 
ters in Dawson. 
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OPPORTUNITIES: 


Rates 10 cents per word, payable im advance. Miniroum charge $2.00 for 20 words or less. 











“REBUILT” TELEPHONE 
APPARATUS 


and exchange equipment saves you 3 
to 50 per cent—quality and efficiency 
guaranteed. 


EVERYTHING YOU NEED 


for the installation and operation of a 
complete exchange—Magneto or Cen- 
tral Energy. 


TWENTY YEARS’ SUCCESSFUL 
OPERATION 


of our “Rebuilt” Equipment Depart- 
ment puts it past the experimental 
stage. Ask for our Free No. 78 Bar- 
gain Bulletin. 


ADDRESS 


“Rebuilt” Equipment Department 


Premier Electric Lompang 
Chicago, II. 


“REBUILT” when connected with 
PREMIER means something. 








RECONSTRUCTED EQUIPMENT 


Western Elec. No. 317 Inside connec- 
tion 3-bar 1000-1600 or 2500 ohm com- 
pacts @ $9.25—4-bar with SC. Gen. 


@ O.FS—G-BOP @...cccccccvvessvcsces 10.50 
Stromberg No. 104 type 4-bar 1000 or 
1600 ohm compacts @.......seeeeee- 6.90 
Chicago Tel. Supply 4-bar 1000 or 1600 
ohm compacts with Kellogg Trans- 
Se Ge 656.003 bodies Sabernennae boo 8.00 


Dean Elec. No. 240 type 4-bar 1000 or 
1690 ohm compacts with Kellogg 
I TE hc ben eed cendéaonsss 7.00 
Leich Elec. desk set with W. E. No. 240 
3-bar 1000 or 1600 ohm exposed post 
ge ere ae ee 8.00 
Kellogg old type desk set with Western 
Elec. 3-bar 1000 or 1600 ohm exposed 


ae IS 8.00 
Am. Elec. No. 36—5-bar 1000 or 1600 
_ compacts with Kellogg Trans. 
a POTEET TOT Te 8.25 
Dean Elec. Receivers complete with 
eer Cee Oe OU GOo. sc ccccecwcers 1.10 
Kellogg No. 79 C. B. Ind. Coils Pascens 45 


: Write for Bulletins 
REBUILT ELECTRIC EQUIPMENT CO. 
1940 West 21st Str., Pilsen Station 
Chicago, Ill. 














TELEPHONES repaired and ex- 
changed. New and slightly used equip- 
ment for sale. Telephone properties 
listed for sale. Send for Price List 
and sample mouth-pieces. 

TELEPHONE REPAIR SHOP 

1760 Lunt Ave., Chicago, II. 

















POSITIONS WANTED 





Cable 
Best of 
care of 


POSITION WANTED — As 
Splicer. Ten years’ experience. 
references. Address 7813, 
TELEPHONY. 





POSITION WANTED—Combination 
Plant Man; 6 years’ experience; ag- 
gressive, good. education, could manage 
exchange; prefer Southern states, single, 
age 27. Address 7812, care of TELE- 
PHONY. 








HAVE YOU ANY OLD TELE. 
PHONE EQUIPMENT 
TO BUY OR SELL? 


Then try the “Opportunities” page in 
TELEPHONY for it will give you 
quick and pleasing results, as the fol- 
lowing letter from the Manteca Tele- 
Ohone Co., Mamteca, Calif., testifies: 


“Enclosed please find check in pay- 


ment of invoice for classified adver- 
carment. Had fine results from the 
, © tisement as is usual in good 

TELEPHONY.” ian ue 


We receive many similar letters 
every day. 


WHY DON’T YOU @IVE IT A TRIAL? 





=, 








POSITION WANTED—Well known 
telephone man, now employed by large 
company, experienced in management 
and engineering, desires connection with 
Independent company as general man- 
ager or superintendent. Have good rec- 
ord handling groups of medium sized 
exchanges. Reasonable salary. Invest- 
ment considered. References present 
and former employers and others promi- 
nent in the industry. Address 7811 care 
of TELEPHONY. 


POSITION WANTED — Competent 
telephone manager, 1000 phones or less; 
married; twenty years’ experience in 
plant and commercial departments. Can 
furnish best references as to ability and 


character. Address 7815, care of TELE- 
PHONY. 





FOR SALE 





FOR SALE—First class magneto tele- 
phone plant. About 400 stations and 
revenue around $10,000.00 year. Plant in 
good condition and room for big ex- 
pansion. Reason ffor selling, poor 
health. Priced right and money maker. 
Do not reply unless you mean business. 
Property located in Missouri. Address 
7805, care of TELErHONY. 


FOR SALE—1 ‘western Electric Co. 
Motor, Type G.M. 1, No. 28154, 220 AC 
Volts, 2 H.P., R.P.M. 1750. 1 Western 
Electric Co. Generator, Type M. 1, No. 
27987, 30 Volts, 20 Amps., R.P.M. 1750. 
This set is in good condition. Inquire 
F. M. Strasser, Lincoln Telephone & 
Telegraph Company, Lincoln, Nebraska. 


FOR SALE—Practically new 600-line 
Strowger Automatic Board complete 
with latest type telephones. Will sell all 
or in units of 100 lines. Exceptional op- 











portunity. Address 7810, care TEL- 
EPHONY. 
FOR SALE—1l—Wagner Electric 


Company Motor Generator, No. 5636— 
type AC-2, -Model A, 60 cycle, 1800 
R. P. M., 4 H. P. 1—Wagner Electric 
Company Generator, No. 13112, size 2, 
2% K. W., 30 Amp., 1800 R. P. M. These 
machines are in good condition. In- 
quire F. M. Strasser, Lincoln Telephone 
& Telegraph Company, Lincoln, Nebr. 


FOR SALE—Special Wireless Cable 
Testers for the small exchange, new, 
guaranteed, $18.50. Why pay more? 
Electric Specialty Co., Box 645, Cedar 
Rapids, Iowa. 











New Equipment 








New High Grade Brown 
Receiver Cords, each...... $ .18 
New High Grade Brown 
Extension Cords, each..... 32 


(Standard lengths. Any type terminals) 


New Two Groove Porcelain 
Knobs (Firsts), per M 


NEW Kellogg, Stromberg- 
Carlson and Automatic 
Elec. composition mouth- 
pieces, each 
NEW Western Elec. bake- 
lite mouthpieces, each 
NEW Dean, Kellogg and 
Stromberg-Carlson compo- 
sition receiver shells and 
caps, each 


Buckeye 
Telephone & Supply 


Company 
COLUMBUS, OHIO 


















The advertiser appreciates your mentioning TELEPHONY. 


FOR SALE—I11 No. 6 Kellogg Con- 
verters in A No. 1 shape. Inquire F. M. 
Strasser, Lincoln Telephone & Tele- 
graph Company, Lincoln, Nebraska. 


HELP WANTED 


WANTED—Man for general 
phone work including trouble. Must 
have had satisfactory experience and 
preferably cable work. Latter not neces- 
sary. Give references, age and expe- 
rience with application. Troy Tele- 
phone Co., Troy, Ohio. 











tele- 





WANTED 


WANT TO PURCHASE FOR CASH 
—Telephone plant, any location, size 
1,000 stations or over. Give price and 
all details. Address 7817, care of TELE- 
PHONY. 


WANTED TO BUY—Telephone ex- 
change of medium size, for cash. 
details in first letter. Address 
care of TELEPHONY. 





Give 


7814, 


POSITIONS WANTED 

POSITIONS WANTED—Commercial 
and accounting man. University gradu- 
ate. Six years’ experience. Splendid 


references. Address 7809, care of 
TELEPHONY. 
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Valaa vision — Plant— Inductive Interference 
Expert Administration Counsel for Utilities 


JAY G. MITCHELL 


TELEPHONE ENGINEER 
Member A. I. E. E. 
Member W. 8. E. 


1509 South Park Ave., Springfield, Ill. 



















Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 


221 North La Salle St. CHICAGO 


















CONSULTING 


Telephone Engineer 


GARRISON BABCOCK 
Tel. E. L. 3149 503 White Building 
SEATTLE, WASHINGTON 


















SPOONER & MERRILL, Inc. 


CONSULTING ENGINEERS 
Specialists in Public Utilities 
TELEPHONE - ELECTRIC - GAS 
WATER - RAILWAY 
Valuation—Ex inations—Engineering 
CHICAGO, ILLINOIS 
20 No. Wacker Drive 





















I have been privileged 

TELEPHONE to appraise Telephone 

Exchanges all over the 

United States. The 

list totals 750. Would 

you like to avail your- 
self of my services? 

1035-6 Lemcke 
Building 


J: Kon NSt>, 1 During recent years 
























Consulting Telephone Engineers 


Ww. C. POLK — J. W. WOPAT 


Plans, Estimates and Reports, 
Appraisal and Supervision 


101 West llth St. Kansas City, Mo. 


















W. H. CRUMB 


Telephone Engineer 
9 South Clinton St. Chicago 


















New Lighting Devices 


For Central Office Maint. & Repairs 
Successful adaptations of 
Modern Industrial Lighting Methods. 
Write for information. 
THE O. C. WHITE COMPANY 
Worcester, Mass. 



















J. G. WRAY & CO. 


Telephone Engineers 


Specialists in Appraisals, Rate Surveys, 
Financial Investigations, Organization, 
and Operation of Telephone Companies 
J. G. Wray, Fellow A. I. E. E. 
Cyrus G. Hill 
2130 Bankers Bldg., Chicago 
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The Georgia Continental Telephone Co. 
has already taken over the Dawson ex- 
change. No changes have been made in 
the local personnel or policies of the com- 
pany. 

The new company recently purchased ex- 
changes and toll lines belonging to six com- 
panies in the state. The Georgia Conti- 
nental Telephone Co. is a sister organiza- 
tion to the South Carolina Continental 
Telephone Co., which operates a number 
of exchanges in that state. Headquarters 
= e latter company are at Abbeville, 


BELLEVILLE, Irt.—Otto A. Wetzel, 34, 
a world war veteran, and lineman for the 
Southwestern Bell Telephone Co., was elec- 
trocuted recently while repairing a tele- 
phone circuit at O’Fallon. He came in 
contact with a power line while working on 
a telephone pole. 

Cuicaco, Itt.—The purchase of five 
telephone operating companies in Wiscon- 
sin by the Associated Telephone Utilities 
Co. was announced on August 20 by Mar- 
shall E. Sampsell, president. 

The purchased companies include the 
Farmers Inter-County Mutual Telephone 
Co. at Kilbourn, Delton Telephone Co. at 
Mirror Lake, Friendship Telephone Co. at 
Adams, Adams County Metallic Telephone 
Co. at Strong’s Prairie, and Bingham Tele- 
phone Co. at White Creek. 

The total number of telephones operated 
by these companies is approximately 1,600. 

Hinpsporo, Itt.—The Hindsboro Mu- 
tual Telephone Co. has purchased the Pow- 
ers building and is transferring its equip- 
ment to the new quarters which provides 
adequate facilities for exchange, office and 
supply room. 

Bert Creviston is president of the com- 
pany, Henry Davis, treasurer, and Bert E. 
Orr, secretary. 


STRONGHURST, ILtt.—Lawrence Dale Ran- - 


kin, who for the past five years has been 
employed by the Illinois Bell Telephone 
Co., suffered a fractured skull at Catlin, 
when he fell from a pole to the cement 
sidewalk as a result of coming in contact 
with a high voltage wire. He died at St. 
Elizabeth’s Hospital, Danville, on August 
2. Interment was held at Stronghurst on 
August 5 

Mr. Zion, Inp.—Deeds have been placed 
on record for the transfer of the Mt. Zion 
Telephone Co., including exchanges at Mt. 
Zion, Petroleum, and Keystone, to the Jay 
County Telephone Co. 

MANISTIQUE, Micu.— The Manistique 


Telephone Co. has acquired the property ~ 


of the Garden Telephone Exchange, of 
Garden. 

Kansas City, Mo.—John P. Gordon, 
formerly state auditor of Missouri, has 
been appointed vice-president and general 
sales manager of the Municipal Utility In- 
vestment Co., investment affiliate of Mu- 
nicipal Telephone & Utilities Co. 

Guymon, OxKLta—The Western Tele- 
phone Corp. of Oklahoma has opened its 
new telephone exchange here. Since as- 
suming control of the properties on August 
1, 1929, the company has spent over $49,- 
000 in improvements. This includes a fine 
new building with modern switchboard 
and other equipment, and 800 miles of cop- 
per toll lines. 

Erte, Pa.—The name of the Mutual 
Telephone Co. has been changed to Penn- 
sylvania Telephone Corp. At a recent 
meeting of the board of directors it was 
voted to change the name of the Mutual, 
and all other companies absorbed in Penn- 
sylvania by the Associated Telephone Util- 
ities Co., of Chicago, to the Pennsylvania 
Telephone Corp. 


Do you always mention TELEPHONY ?—Thank you. 
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Western Telephone | 
Directory Co. 
A Telephone Directory Ad- 


vertising Sales Organization 
Main Office: Telephone Bldg., Kansas City, Mo 

















Wichita, Kan. Chicago 
816 Brown Bidg. 100 W. Monree 











ACCOUNTING 


HERDRICH AND BOGGS 
Certified Public Acceuntants 
Specializing on Public Utilities 


901-7 Continental Bank Bldg. 
Indianapolis, Indiana 














Universal Insulators 


will support your drop wires 
to your entire satisfaction 
and at a minimum cost. 
Are you a user? Samples 
free on request. 


Universal Specialty Co. 


711 Poplar Street 
Terre Haute, Ind. 

























sina CHAPMAN 


MADE BY 
MINNESOTA ELECTRIC CO 


MINNEAPOLIS, MINN. 








Republic Appraisal Company, Inc. 
Seaborn N. Vines, 

John C. Larkin, A. 
Specialists in valuation, engineering, 
management and accounting 
for telephone properties. 

General Offices: 

Chamber of Commerce Bldg. 
Syracuse, N. Y. 








SWITCHBOARD LAMPS 


NILCO LAMP WORKS, INC., Emporim, Pennsylvania 











Creosoted 


CEDAR POLES 


Prompt Shipment dia Rail or Water 
CASCADE TIMBER CO. 


822 Tacoma Building Tacoma, Wash. 








NAUGLE POLES 


Northern and Western Cedar 


Butt-treated or Plain 


NAUGLE POLE & TIE CO. 


59 Fast Madison St., Chicago 











COMMONWEALTH 
u.p. ENGINEERING & 
FARWELL MANAGEMENT 


President 
1016 Baltimore Ave., Kansas City, Mo. co. 
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